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[It is seldom that 
Business Publica- 
tions have the privi- 
lege of printing so 
fine a story as that 
written by Mr. 
Downes. It is filled 
with the romance of 
centuries ago, yet 
has a message for 
present day mer- 
chants. Page 73. 


ANOTHER bright 

story by Mr. 
Brimmer. You re- 
member his story 
about the hardware 
man that found out 
that he was bluffing. 
It’s the same char- 
acter with a brand 
new idea for the 
small town merchant. 
Page 76. 
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IF you push lawn 

mowers now your 
customers will push 
them lateron. From 
Beaumont, Texas, 
comes a truly won- 
derful window and it 
was also most result- 
ful. There is also 
an excellent paint 
window described. 
Page 78. 


In This Issue 


Special Features 


How ‘Ali Khan Brought Children Joy. ™ Charles 
DOE 6. Dash cadee Dass il ceeaanscnstiakshassaewe 
Abner in the Role of Aladdin’s Uncle. ~ F. E. Brim- 

MOT aecccrccesecesccecesesosceoccoce 
It’s Time to Be Pushing Lawn tian 
Now Is the Time to Preach Economy .. 
The Dollars That Lurk in the Lawns ... 
Many New Motor Accessories on the Market 


79 
fo 


Regular Departments 


Editorial Comment ............ 

Washington Letter ............ 

Publicity for the Retailer .... 

Market Reports on Trade Conditions -" Hardware, 
BNGK GHG BW isc cicsrvivees 

New Goods and Novelties ..... 

Motor Accessories ...ccccccccces 

Notes of the Retail Hardware Trade ..... 


Current News and Miscellaneous 


Mr. Neal’s Opinion ....... 
Coming Hardware Conventions 
Business Quiz 


TT TTT THT Ee LLL 


RETRENCHMEN iTS 

of pocket books 
has been the order 
of the day and it is 
the hardware man’s 
opportunity to preach 
economy especially 
regarding the use of 
paints, varnishes and 
oils. Read page 80. 
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RRANGING the 
windows to cor- 
respond to the adver- 
tisements that you 
run in the daily 
papers is really an 
art and one of the 
most essential things 
to do in business to- 
day. An interesting 
story on it. Page 81. 
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AGAIN we present 

for your, consid- 
eration four ad- 
ditional motor acces- 
sory pages. This is 
the season, here are 
the goods. It is 
plainly up to you to 
look them over and 
make a selection for 
your trade. Page 84. 
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Begets Confidence 


Both the confidence of the dealer who sells and the confidence of the customer who 
buys National Builders’ Hardware. 


Perhaps it is because we ourselves have unbounded confidence in the National Line, but 
more than likely it is due to the consistent high quality which we maintain in making it. 


Here’s what it means to you to sell the National Line. It means no come-backs, for 
National Builders’ Hardware thoroughly lives up to every claim we make for it. 


It means repeat sales and much new business. Satisfied customers who will return 
again to purchase other articles they need. And satisfied customers who cheerfully 
advise and recommend their friends to buy the line which gave them such complete 
satisfaction—and satisfied customers who are sure to state the dealer’s name from whom 
the goods were purchased. 


Then we supply our dealers direct, which entitles you to a larger share of the profits. 
Get acquainted with the National Line of builders’ hardware—it is complete. We here 
illustrate three styles of our light Narrow Door Butts—we make many others. 


Let us quote on your requirements. Complete catalog will be gladly sent on request. 


National Mfg. Co. 


Sterling, III. 
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How Ali Khan 
Brought Children 


Joy 


The Legend of the Origin of Toys 
and What Happened Centuries Ago 


in Persia When Love Was Young 
and Skies Were Ever Blue 


By CHARLES DOWNES 


AUTAASTAUNNNNTH ANA NALAM | HLL ELL 


HUUEUUAUNOLUNALUNHAU THAN! 


ware business. 
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It is a fanciful tale that Charles Downes weaves this week for those in the hard- 
Perhaps the spirit of spring can be seen dancing through these para- 


graphs and the softer side of sordid business realized by this fascinating fairy tale. 


TEU Lo ME 


AMMEN 


T is written in one of the ancient 

legends of the Persians that there 

once lived a poor merchant by the 
name of Ali Khan. Now the wife 
of Ali Khan had died when Ali Khan 
was still a young man and with her 
died the child that she had borne 
him. It embittered the heart of Ali 
Khan and turned his hopes to ashes. 
So it is written that he became a 
wandering peddler whose pack was 
filled with urns and chalices of shin- 
ing brass and quaint trinkets of 
bronze that were the delight and 
wonderment of the children who 
peered into his pack when he was 
engaged in conversation with any- 
body who would listen to his idle 
talk, or perhaps, at odd intervals, 
when he ran upon a customer. 

Now the legend tells how Ali Khan 
during the course of his wanderings 
visited the city of the Emperor dur- 
ing the season of the autumn pag- 
eant. He came upon the city from 
the west as the last rays of the Per- 
sian sun flung its splendor upon the 


city walls. And from the great 
walls, in honor of the autumn pag- 
eant, were hung enormous tapestries 
and banners of gold and purple and 
crimson and green. To the eyes and 
the imagination of Ali Khan it ap- 
peared as though he were walking 
into the gates of Paradise. 

When he arrived at the city gates 
the Emperor’s guards gave him no 
heed whatsoever and it perplexed 
Ali Khan and troubled him for he 
had never approached the gates of 
any city in his life without being 
challenged and treated with the im- 
pertinence befitting a peddler. Hes- 
itatingly he approached one of the 
guards, and with much diffidence in 
his voice inquired if his excellency 
would be so gracious as to press his 
signet ring upon the border of his 
passport, so that a humble servant 
of the Emperor might enter the city 
and find lodging before nightfall. 
The guard looked at him curiously 
and bid him welcome to the city. 

“For,” said the guard, “this is the 
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eve of the autumn pageant and the 
Emperor has ordered that all travel- 
ers be welcomed, and if they be ped- 
dlers he has ordered them to appear 
at the gardens of the palace upon the 
morning of the third sun.” 
“And what would the Emperor 
with peddlers”? asked Ali Khan. 
“Go to the gardens of the palace 
on the morning of the third sun,” 
replied the guard, “am I an Emperor 
to give an Emperor’s reasons?” 
Ali Khan Enters City 


J 


And so Ali Khan passed into the 
city. And as he walked he observed 
many things. The houses of the 
city were-hidden by colored banners, 
and Persian lanterns, rich and mani- 
fold in colors and designs, were sus- 
pended from invisible wires between 
the houses so that as Ali Khan 
walked he was drenched in the soft 
effluence of blended colors. And all 
of the people that he saw wore gar- 
ments of bright silks and satins. 
And the girls wore garlands upon 
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their brows, and the daggers of the 
men all had jeweled handles. 

Business will be poor in this city, 
thought Ali Khan, for I have naught 
within my pack that would interest 
people as rich and as well provided 
as are these. So he made his way 
to the poorer quarters of the city 
and found himself a lodging for the 
night at an ancient inn where many 
foreign peddlers gathered. 

After he had eaten, Ali Khan wan- 
dered through the city and saw many 
things that his eyes had never looked 
upon before. The maidens were 
more beautiful than he had thought 
it possible for even Persian maids 
to be, and he found the men to his 
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It was then that Ali Khan did a 
strange thing. He took from his 
pocket an ancient seaman’s knife 
that he had received many months 
before from a Grecian sailor in ex- 
change for a brass bowl. And be be- 
gan to cut the wood and to shape. it 
into an odd design even as he had 
fashioned playthings for his child 
while yet a young man. His neigh- 
bors had laughed at his oddities then 
and had advised him to teach his 
child after the manner of his fathers, 
sternly and with deliberate purpose 
so that the child could be of use in 
a world of practical affairs. So Ali 
Khan stopped showing his neighbors 
the oddities he carvéd, and his child 














Children playing in artificial lakes 


liking and willing to converse of 
matters that peddlers seldom think 
upon. 

Returning to his inn Khan tried 
to sleep but found that his mind 
was too full of the things that he 
had seen and heard and tasted. So 
he arose and went up on the roof. It 
was a night of a thousand stars, 
and the Persian moon looked down, 
without the veiled suggestion of a 
cloud, upon the sleeping city. Ali 
Khan raised his face and received 
the benediction of the night. And 
then there came upon him a strange 
desire. It was a desire he had not 
felt since his wife had died and it 
troubled him. Near him on the roof 
was a wooden board, and Ali Khan 
looked at it for a long time. Then 
he put his hand out and held it to 
him so he could study it more closely. 


only played with them at night. 

Now as the moon moved westward 
through the cloudless sky Ali Khan 
carved, upon the roof of the inn, in 
the city of the Emperor. And with 
the rising of the morning star Ali 
Khan descended from the house top 
and slept. 


IT. 


For two days it is written that 
Ali Khan neither sold nor exchanged 
any of his wares within the city of 
the Emperor. And on the morning 
of the third sun Ali Khan appeared 
at the gardens of the palace. Now 
the gardens of the Emperor were the 
most beautiful of any in Persia. 
Many poets have sung of these gar- 
dens and of the pleasures that they 
afforded. But this legend alone tells 
of what transpired in the Vale of 
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Cashmere that nestles at the eastern 
extremity of the Emperor’s garden 
beyond the thicket of the sacred 
thorn. The Vale of Cashmere was 
sacred to the children of the Emper- 
or and no one but the Emperor and 
his children was allowed to enter it, 
not even the Grand Vizier during 
the period of the Inda war. 

When Ali Khan arrived at the 
gates of the palace garden he was 
admitted and told to wait until he 
was called. Now Ali Khan assumed 
that it was highly probable that he 
would never have another chance 
to visit the gardens of the palace and 
he felt that he would be utterly des- 
titute of a fitting sense of apprecia- 
tion if he did not avail himself of 
the opportunity at hand to see as 
much of the gardens as time permit- 
ted. Ali Khan had absolutely no 
right to wander about the Emperor’s 
gardens unattended, and he was 
guilty of a great offense as many of 
the ancient writers have pointed out 
in minute detail. But it is written 
that he wandered through the Em- 
peror’s love bower of rambler roses, 
and down through the sunken garden 
past the sun dial, and then east until 
he came to the thicket of the sacred 
thorn. 

Ali Khan gazed long and wonder- 
ingly upon the ineffable things he 
saw in the thicket of the sacred 
thorn and he would have been con- 
tented to have remained there for 
the rest of his days, but the curious- 
ity of his mind continued to govern 
his inclinations and before long he 
found himself in the Vale of Cash- 
mere. 


The Meeting With the Child 


And then the strangest of strange 
things happened. Ali Khan found 
himself talking with a child—a wee, 
winsome little slip of a girl whose. 
eyes reminded him strangely of the 
eyes of his own child, as he had seen 
them while he was still a young man, 
except that the eyes of this child 
were more wistful. ~ 

“What is your name?” asked the 
child. 

“It’s a ludicrous name,” answered 
Ali Khan, “and one that a fairy gave 
me when I was born.” 

“What is a fairy?” asked the child 
and her eyes grew very wistful and 
seemed to Ali Khan more than ever 
like the eyes of his dead wife. 

“Shall I tell you about the fairy 
that gave me my name?” asked Ali 
Khan, and as the child did not an- 
swer but continued to look at him 
from the depths of her wistful eyes 
Ali Khan began to tell her his story. 
He was surprised to find how glibly 
his tongue fashioned the tale, and it 
reminded him of the oddity he had 
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made three nights before by moon- 
light upon the roof of the inn. And 
as he talked he rummaged in his old 
pack and emptied its contents upon 
the ground. Now though the child 
had been mildly interested in the tale 
of Ali Khan, when she beheld the 
queer shaped bronzes-and the shin- 
ing vessels of brass she clapped her 
hands with delight and asked if she 
might hold them in her hands. She 
was so pleased and astonished with 
the odd knick knacks that Ali Khan 
kept taking from his pack, and at the 
things he told her about them, that 
at first she did not notice the little 
wooden oddity which he had carved 
three nights before upon the roof 
of the inn. 


But when she did notice it she 


kissed it and held it close to her, and 
Ali Khan smiled and felt a lonesome 
little ache around his heart. And 
then together the child and the man 
made up a little game using the 
carved wooden doll and the shining 
brass vessels. They filled some of 
the chalices and urns with flowers, 
and another they set afloat in the 
fountain, and they played at many 
things that neither Ali Khan nor 
the child had ever thought of before. 
And as they played the child lost the 
wistful look from her eyes so that 
they shone with delight and hap- 
piness. 


Behold the King 


Suddenly Ali Khan looked up and 
beheld a tall man in a rich purple 
garment which was held together by 
a heavy gold chain. And on the hand 
of the man shown the great jewel of 
the Emperor, and Ali Khan felt his 
heart stop and then try to make .up 
for the second that it had fost. But 
the legend tells that the Emperor 
was a man of wisdom and magna- 
nimity. It tells how he spoke with 
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A familiar scene at every summer resort 


Ali Khan long and earnestly about 
his child, and it is recorded that he 
expressed wonderment that the child 
of an Emperor should be amused at 
simple trifles that the wisest men of 
Persia had not even suggested when 
asked to discover ways in which 
an Emperor’s child could be amused. 

So Ali Khan grew bold and spoke 
of the advantage of permitting all 
children to follow, in their play, the 
natural bent of their developing 
characters. “Though it were wise 
to remember sire,” it is written that 
Ali Khan said, “‘that the imaginative 
scope of the child-mind is by nature 
somewhat limited, and play sugges- 
tions are of great help if looked upon 
through a child’s eyes and_ not 
through the eyes of wise men dulled 
by much reading and disputing. The 
great god Do is good, sire,” said Ali 
Khan, “but the god Don’t is evil and 
a breeder of mischief.” 


And the Emperor was pleased and 
it is written that he ordered Ali 
Khan to carve what we now call toys. 
And Ali Khan carved many oddities 


-and taught his art to many men so 


that the city of the Emperor grew 
famous as the place where men lived 
who knew the art of making children 
happy. And scholars and merchants 
came from all parts of Persia and 
from strange cities beyond the Per- 
sian Gulf to buy the oddities that 
Ali Khan designed and sold. The 
moon toys of Ali Khan became fa- 
mous in the East, and in later years 
were carried into the West by the 
Crusaders and the Knights of the 
Holy Grail. 

Thus it is written that toys first 
came into the world as articles of 
merchandise. The legend is old and 
lacks authenticity and will probably 
be disputed, but the East is wise, 
and out of the East have come many 
wonders. 


skating 
convoy 
of 


nine 











Abner in the Role of Aladdin’s Uncle 











Exchanging New Lamps for Old and Making It Pay 
Is Just What Brown Did for the People of Westclox 


z You remember the engaging story that Mr. Brimmer told a few weeks ago about 

= Abner Brown and his bluffing. Here is another just as amusing, but with an under- 
lying merchandising idea that is worthy of study by any hardware man in the country. 
Ideas like this one of Abner’s are the things that create new business. 


Woe. Abner Brown, hard- 
wareman of Westclox, had 
discovered that he had been 

too easy going, that he had been 

bluffing those dirty little details, 
he set about righting the wrong in 
his methods and succeeded. 

One morning all Westclox was es- 
tonished by that magic offer of Ab’s. 
It came out in the paper and in per- 
sonal letters that he sent broadcast. 

It was startling as Aladdin-to- 
order. It was an 6ffer to give new 
lights for old to all the people of 
Westclox and its dependent sur- 
rounding country. 

Now folks had never 
Brown very seriously. He was a 
big and good natured fellow that 
everybody liked and that could drive 
a hard bargain when buying. But 
he had been just average successful 
in selling, 

So this offer to give new lights for 
old was something like a huge joke 
to Westclox. They wondered what 
kind of lights they were re- 
receive. 

In short order the name of Brown 
& Co., Inc., was on almost every 
tongue. It was too startling, this 
offer, to give away free new lights 
for old, and so it was talked about. 
Folks passed it about and wagged 
their heads and tongues. 

3ut they likewise began to bring 


taken Ab 


to 
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old lamps of every kind. For each 
lamp Abner allowed them to place 
a fair price, or else he suggested 
one, and then he gave a credit slip 
for this amount with the iron-clad 
signature of Abner Brown & Co, up- 
on it. 

However he insisted that these 
slips be used for nothing but the 
purchase of new lights. 


Abner Got a Great Céllection 


“very time an oil lamp or a gas 
lamp or a candle came into the store 
and was purchased, Abner set it -n 
the front window. In two weeks he 
had a collection that would have 
looked good in any museum. Folks 
had tried to ‘‘stump” Ab by pre- 
senting -him with the oldest kind of 
light they could find. 

There were old candle lanterns, 
more than a century separating them 
from the age they were used in, and 
having merely a good many holes 
punched in their tin sides to allow 
the light to get out. There were 
freak candlesticks and ancient tal- 
low dips and curious holders galore. 
Then there were oil burners, many 
of the erude round wick, ancient 
and smoky. 

3ut the big front window of 
Brown & Co., Inc., was getting to be 
a regular Mecca at any rate. 

From near and far folks came to 
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survey that window. Meanwhile 
Abner got folks to talking about dif- 
ferent types of illumination that 
they had used. The subject of home 
lighting suddenly became the big 
central topic of the day. 

Abner was always interested in 
the Grange and other farm organi- 
zations and he enlisted their aid in 
discussing farm and home lighting 
problems. The local paper took up 
the illumination campaign and talk. 

And Abner Brown bought old 
lamps until people wondered if he 
was going to sink every cent of his 
hardware business into useless 
lamps. But Abner was not worry- 
ing. He had a clear plan mapped 
out far in advance. 

Just as the talk of the country was 
centered on lights and everybody 
had added their bit to the informa- 
tion on old lamps, and he had re- 
ceived credit for so many dollars on 
the ancient light devices they had 
sold to Ab, then the surprise came. 

It was announced that on a certain 
day, Saturday to be exact, the hard- 
ware store would remain open until 
midnight and show the new lights. 

“Likely tryin’ to sell us some 
lights whut yuh pump up,” com- 
mented “Joykill” Jones. 

But when the front window of 
Brown & Co., Inc., was unveiled at 
dusk that Saturday night folks could 
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hardly believe their eyes. There was 
a funny black machine in the win- 
dow and rows of glass jars on 
shelves. And the windows were 
filled with electric bulbs in all styles 
of lamps. There were table lamps 
with beautiful soft colored shades, 
piano and pedestal lights also with 
umbrella-like tops, and desk lamps, 
and inverted globe lamps and plain, 
bare bulbs. 

That was not all. The lights only 
filled part of the window. In the re- 
maining space were electric washing 
machines, wringers, sweepers, heat- 
ers, motors, and many other elec- 
trical accessories. 


Making Them Like It 


Abner Brown had learned a thing 
or three about human nature when 
he got right down to studying it. 
He had found that you have often got 
to make a prospective customer feel 
by the power of suggestion that he 
needs a thing, before you show him 
that thing. 

For this reason he had advertised 
new lights for old and got folks to 
wondering and wagging about their 
lights. Farm and home illumina- 
tion has ever been a problem. Ab- 
ner felt that if he could make folks 
see they needed better lights it 
would be the entering wedge. 

He meant to prove it. And so 
folks held credit slips for electric 
lighting and power outfits. The 
lights came first, but Abner felt sure 
it would not be a long step to selling 
accessories also. 

At first folks came to marvel at 
the light and power unit there in 
the hardware windows. It looked 
too good to be true. But Abner made 
them feel it wasn’t too good to be 
true. He had them come and try 
out the various things for them- 
selve§. 

People had sold Abner their old 
lamps and given him their opinion 
on illumination. This had broken 
the ice. Then even if they didn’t see 
the ghost of a chance to get an elec- 
tric unit, they still came and talked 
things over. 

Which was just as the merchant 
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had expected. He was sowing seeds 
and he was willing, to wait for the 
harvest. 

One day Cyrus Gardner came into 
the hardware store. He looked as 
if he was sick. 

“Feelin’ pink?” asked Abner. 

“Worser’n that!” growled Cy, 
“goin’ to lose m’ daughter.” 

“So—?” asked Ab easily. 

“City bug bit ’er!” stormed Cy- 
rus, “Says the farm women are 
slaves and she ain’t aimin’ to follow 
no life o’ drudgery.” 

“Ought to have some ’lectric lights 
and motors on your place,” suggest- 
ed Ab. 

“Not by a darn sight,” cried Cy. 
“Dangerous as_ lightnin’—canned 
lightnin’ anyhow, ain’t it? Pickled 
lightnin.’ Bah! Not fer me!” Then 
he bought a dozen round pointed 
spades and set out for his thousand 
acre stock farm. 


Abner Calls up Bessie 


Abner did some ’phoning to the 
Gardner farm and when pretty Bess 
Gardner stepped into his store next 
morning he was all set for a big 
task. She eyed Abner with hauteur. 

“Ain’t aimin’ t’ marry no farm 
hand, huh?” Ab laughed. 

Bess looked at him quickly and 
seemed about to leave. 

“Don’t take me hard,” begged Ab, 
“what may you be goin’ t’ follow up 
in Bigville? You know me and you 
know I don’t spill news.” 

“Why, Mr. Brown, I don’t know as 
it’s your business,” began Bess, as if 
she were speaking to a worm, “but I 
don’t mind telling you I have taken 
a course in public demonstration 
with a correspondence school and 
they have found me a position with 
a big concern at Bigville.” 

“Salary?” 

She told him. 

And so, to make matters short, 
Bess Gardner demonstrated for Ab 
Brown. She was a girl that stood 
high in the estimation of Westclox, 
was capable, self-reliant, and at- 
tractive. 

At the county fair Abner Brown 
had a mighty exhibit of farm light 
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and power plants and labor saving 
apparatus. He put on a big Wife 
Saver Campaign that was advertised 
by poster and personal letter and 
newspaper. 

In one end of his big tent he had 
Grandma Proutty and the biggest 
collection of antique lamps and lights 
that was ever seen at the annual 
fair. In a dim room Grandma 
Proutty stumped from old fashioned 
wash tub and hand wringer to broom 
and dustpan. She played her part 
well. Folks did say she aspired to be 
an actress once and would have run 
away to the stage if her folks had- 
n’t kept her locked up for a month. 

And she had worked hard all her 
life, too. She laboriously performed 
the task of demonstrating old fash- 
ioned methods and old style lights. 


The Old and the New* 


In the other end of the Brown & 
Co., Inc.’s, tent was a dazzling big 
room. Over in one corner was a 
tiny 32-volt electric dynamo, driven 
by a little coal oil engine neatly 
nested into the generator, and back 
of it the sixteen storage batteries. 

Throughout the room were neatly 
displayed all kinds of labor savers. 
Bess Gardner in a big white apron, 
with arms and cheeks aglow with 
health and her ddrk hair combed 
neatly, never looked prettier than 
there at Ab Brown’s washtub. 

But she wasn’t very much at the 
tub. The little motor under it was 
doing the drudgery. 

Likewise there was the light little 
sweeper that Bess pulled across the 
dirty rug in the center of the room. 
It cleaned the carpet briskly. Then 
she showed how much had been 
gathered and carelessly dumped it 
again upon the carpet, to pick it up 
again. 

Also there was the ironing to be 
done in both ends of Abner Brown’s 
exhibit tent. *He had signals ar- 
ranged so that when Bess was ready 
to iron, or sweep, or dust, or wash, 
or mix bread, or run the sewing 
machine; then Grandma Proutty 

(Continued on page 106) 
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It’s Time to Be Pushing Lawn Mowers 


The E. L. Wilson Hardware Co., Beaumont, Texas, Shows 
You a Wonderful Window This Week and One That Any 
Merchant Can Make and Stimulate Trade by Using 


in the North were deciding 

that it was almost time to lay 
aside the earmuffs for the winter 
and study the styles in straw hats, 
along comes “Indian Winter,” and 
the earmuffs are gleefully grabbed 
and clapped back on the protruders 
for another month. Then another 


T about the time that the men 


of the country are not necessarily 
seasonal in another. And which fur- 
ther proves that if the E. L. Wilson 
Hardware Co., Beaumont, Tex., has 
attracted business by the lawn- 
mower display, which is illustrated 
on the opposite page, this early, that 
the merchants in New York and 
Minneapolis and Boston can well fol- 


Here is the scheme for that part: 
A two-inch board was covered with 
roofing paper and coated with a ce- 
ment mixture and then marked off 
for curbing. The seed man fur- 
nished the flowers that are seen in 
the foreground. 

The finishing touch and the final 
idea that brought the crowds to the 














A continual flow of paint from the measuring can to the paint container and a continual flow of paint customers into the 
store happened at the Wilson Hardware Co., Beaumont, Tex. 


blow fell upon the Northerner when 
he picked up the daily paper from 
Houston, Tex., and sees this bold 
heading on an advertisement: “Don’t 
Be Without a Straw Hat for Easter.” 
The average citizen of New York or 
Minneapolis or Boston never dreams 
of a straw hat before May 15 or 
later. Weather indications this year 
looks as if straw hats would be handy 
along in August instead of May. 

All of which goes to show that 
things which are seasonal in one part 


low the idea during the next few 
weeks and improve business. The 
window is in every respect a lifelike 
one—even to the sleeping gardener. 

Boards of suitable size were taken 
and the steps were made. Then a 
flooring of boards with a light 
border were put together and real 
sod and grass were displayed. This 
is real English grass growing in the 
window on two inches of Texas sod. 
However, this attraction was set off 
only when the curbing was made. 
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windows was the lawn mower with 
the grass catcher placed in the mid- 
dle of the window. After the win- 
dow was complete the mower was 
pushed in over the grass, cutting a 
wide swath. It must be conceded 
that the entire idea was very neat 
indeed, and stimulated business, ac- 
cording to reports, to a remarkable 
degree. 

For the northern merchant it 
a great example, and in plenty of 
time. Grass and flower seeds can 


sets 
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Real grass with a wide swath cut out made an exceptional lawn mower window for the Wilson Co. 


There was even a 


cement sidewalk and curbing and flowers growing as a hedge 


be sold along with the lawn mowers, 
and there are many other lawn ac- 
cessories that can be added to the 
window without spoiling the effect. 

The other window which boosted 
the sale of paint this year is also 
worked out in a unique fashion. The 
dummy in the window is forever 
pouring out paint from the measur- 
ing can that he has, and he is al- 
ways pouring it back into the paint 
can. It is the well-known idea of 
an action window, and never yet has 
failed to draw attention. The action 
window is the best kind of advertis- 
ing, aS any progressive merchant 
will tell you, and from all indications 
it will be a drawing card for years 
to come. 

The E. L. Wilson Hardware Co. 
have shown with no uncertainty that 
it is a firm that is as progressive as 
those that are situated in larger 
towns. Both of these windows are 
shining illustrations of what can be 
done by merchants that really go 
after the business of their towns. 
Both the lawn-mower window and 
the paint window are the kind that 
will long be remembered by the citi- 
zens of Beaumont, and they will al- 


ways link these two products with 
the Wilson hardware store. 

These window pictures were taken 
on March 10, this year, which fur- 
ther proves that it was seasonal 
down in Texas for lawn mowers and 
paint at that time while up in the 
North neither of these products 
were thought of except in advanced 
plans for the coming spring and sum- 
mer. 


Praise for Motor Accessory Issue 


117-119 Leonard Street, 
New York, April 25, 1921. 
Editor Hardware Age, 
New York City. 
Dear Sir: 

Appreciate very highly your letter 
of the 21st inst. The particular pub- 
lication you mention has been re- 
ceived and examined and you are 
surely to be congratulated. 

The map is simply wonderful, and 
we are having it framed and will 
consider it one of our most valuable 
business possessions. 

Relative to automobile accessories, 
we prophesied several years ago that 
the hardware man should get into 
the game. In fact, we have advocat- 


ed and fought for the retailers to 
take at least half of their establish- 
ment, that is, a store floor and go 
at that business. It is quite positive 
that they have now caught on, and 
the great and substantial help that 
you are giving them will prove that 
this line of goods will probably be 
as profitable as hardware. At least 
this is our prophecy. 

Again thanking you and with per- 
sonal regards, we are, 

Very truly yours, 
B. B. NEAL HARDWARE Co., INC. 


W. P. Fairbairn, president of the 
Western Toy Co., has announced that 
the company’s offices and plant have 
been moved from Berkely, Cal., to 4332 
Horatio Street, Detroit, Mich., in order 
to facilitate the manufacture and dis- 
tribution of the Sammie Car. 


To supply the increasing demand for 
its products the Pennsylvania Piston 
Ring Co., Inc., Cleveland, Ohio, has 
found it necessary to create a full night 
shift in its plants. 


The Southwick Hardware Co., Lynn, 
Mass., has opened for business, with 
Rollin W. Southwick as president and 
general manager. 
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Showing the Thrifty Person How to Save Money on 
House Paint in Your Advertisements Will Win 
Many Friends for Your Store and Sell More Paint 





A $100 Paint Job 
For Your Home 
for 
$25 
You Can Save $75 











UPPOSE your next paint ad- 
S vertisement gave your cus- 

tomers that proposition, isn’t 
it a cast iron certainty they would 
be interested? 

They surely would! 

Well, you can show hundreds of 
home owners in your community how 
they can enhance the value of their 
property, increase the pleasure of 
living in it and save it from further 
deterioration by a modest expendi- 
ture within the reach of any prop- 
erty owner. 

Scores of homes in your town are 
crying for paint. They have been 
long neglected. But prohibitive la- 
bor costs have been an effectual bar 
to normal painting activity, with 
the result that paint sales have not 
been up to the mark. 

What do you do when you are out 


driving and find a deep rut in the 
paved way? Do you stop, give up 
and abandon the trip or do you find 
a way around the rut? 

What will the progressive hard- 
ware dealer do to sell paints in the 
face of high labor costs? Will he 
give up trying or will he find a way 
around the rut that has held up 
progress for his paint business? 

The man who should paint and 
hasn’t done so because he has shied 
away from spending $100 on his 
house should be glad to get the job 
done for $25. Show him how and 
the bill.of paints is sure to be sold. 

Explain to your customers that 
the cost of painting is not a material 
cost but a labor charge. Then ex- 
plain to them what splendid results 
they will have in wielding the brush 
themselves if they will use a high 
grade ready mixed paint. Show 
them that a few gallons of paint and 
a couple of brushes is all the outiay 
their pocketbooks will be taxed for 
and results will equal the very vest. 

Many men are working part time. 
Many others are temporarily out of 
jobs. How can they better emptoy 
their time than in doing the needed 
paint job on their homes? Show 
them how they will increase the val- 
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ue of their property in this live real 
estate market and by spending $25 
make it possible to sell their homes 
for several hundred dollars more. 

But suppose the man is regularly 
employed. Is there any reason he 
cannot paint his own home by giving 
an hour or two a day to the task? 

Educational work will break down 
the barrier of high painting costs 
and put new zip into the turnover 
of the hardware man’s paint de- 
partment. 


The annual outing of the New Eng- 
land Hardware Associates will be 
held July 20 at the Pomham Club, 
Providence, R. I. Full details have not 
been worked out as yet. 


The Cutter & Wood Supply Co., 70 
Pearl Street, Boston, metal working 
tools and supplies, has leased the five- 
story building at 274 Friend Street and 
expects to occupy its new quarters on 
or about July 1. 


Frank F. Hills, formerly with the 
Celluloid Co., New York, is now sales 
manager, G. L. Holt Co., Hartford, 
Conn., hardware tools and specialties. 


John A. Mack, in charge of the com- 
pany’s Pawtucket, R. I., store, recently 
was made manager of the Winchester 
Co.’s Summer Street, Boston, store- 








~The Dollars That Lurk in the Lawns 


Every Blade of Grass to Be Cut Several Times 
During the Summer and You’re the Man to Sell the 
Mowers and Other Necessities—_The Garden Tools 


UULALUUAADAS AEA 
. 


DON'T NEGLECT 
YOUR LAWN AND 
GARDEN 


It is entitled to the best of care 
—and will repay you many times 
over for the attention you bestow 
upon it. ; 

You will find in our stock the 
newest and most modern imple- 
ments for farm, garden and lawn 
culture. 

Hoes, rakes, mowers, shovels of 
the best makes, and guaranteed to 
give you the best of service. 


MEIER & FRANK 


MT 
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N this catchy manner, with a 

black border, and an oval in- 

sert showing a well kept lawn, 
the agricultural department of Meier 
& Frank, Portland, Ore., called 
attention to their lawn and garden 
tools. They backed up their printed 
ad with a splendid window display. 
In the background was a tall garden 
fenced with green posts, and in this 
enclosure was a man in working 
clothes pushing a lawnmower. On 
the floor close by were nozzles, spray- 
ers and sprinklers, while on the walls 
were hung coils of hose. In the fore- 
ground was a wheelbarrow and hand 
cultivator and against them leaned 
rake, hoe, spade, garden fork, and 
scratcher, while on the floor were 
pruning knives and shears. A 
framed card in the center observed 
“Everything for the garden.” Each 
article was plainly tagged with the 
price. 

“We have specialized in lawnmow- 
ers for several years,” said the man- 
ager of the department. “As soon 
as the first shipment arrived I had 
a sample of each size and kind set 
up, and then the force was assembled 
and shown how to adjust the knife. 
Each sample was then oiled care- 
fully, with emphasis on the ‘“care- 
fully.” If oil is slopped on a new 
mower and allowed to run down on 
parts of the machine where oil is 
never intended to be, dust will ac- 
cumulate and the new mower will 
look ag if it had been used. Each 
mower was then run about the ware 
room floor until the paint that had 


gotten into the working’ parts was 
cleaned out and the machine operated 
smoothly. I then took the salesmen, 
one at a time, and demonstrated 
each type of machine. I told what 
material the cutting blades were 
made of and why. 

“I emphasized the need of tough 
blades, because the mower would be 
certain to strike nails and stones that 
would dent soft metal or crumble 
steel that was too hard. This ex- 
planation was given so that the sales- 
man could use it in selling a blade 
of this particular steel to the cus- 
tomer. The gear wheel was then re- 
moved and the simplicity of the in- 


ly. At the beginning of the seaso.1 
they arranged a very attractive dis- 
play. The walls of the window were 
tinted a soft grey and the floor was 
partially covered with a strip of 
green felt to simulate lawn. In the 
background was a large potted fern, 
and on the floor were several coils 
of hose, while others were wound 
on reels. 

The Hazard & Gould Hardware 
Co., Everett, Wash., had a striking 
little two-column ad, rendered es- 
pecially distinctive by having the 
name and address in white letters on 
a black ground. 

This ad was complemented by a 














Garden tools both for big tracts and small plots were displayed 


terior mechanism shown, while the 
value of high wheels in mowing 
rough lawns was explained. The 
same explanation was given to each 
salesman and when I had finished 
the men knew practically everything 
about the machine, and had an an- 
swer for every argument a customer 
could make.” 


The Seattle Window. 


The Ernst Hardware Co., Seattle, 
Wash., is another big house that 
pushes lawn supplies very effective- 
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striking window display. In the 
back was a high wall over which 
roses tossed their heads. In front 
was a white lattice upon which were 
roses, hyacinths and tulips. In the 
corner was a statue of Flora, the 
goddess of flowers. A gravel path 
extended all around the window and 
on this were laid brass sprinklers. 
A little lad in overalls was using the 
hose and sprinkler to good advan- 
tage, the spray being formed by tiny 
threads projecting in fan shape from 
the nozzle of the sprinkler. 
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Taking advantage of the plentiful 
rainfall this spring, the San Ber- 
nardino Hardware Co., San _ Ber- 
nardino, Cal., tied it up with garden 
tools. The window that gave addi- 
tional publicity to the ads was 
floored with green crepe paper. On 
a mound of green was shown a 
Planet, Jr., cultivator, while another 
was suspended by fine wires from 
the ceiling. To the wall, in the form 
of a star, were fastened hoes, rakes, 
spades and spading forks, while 
down in front were bolts and parts 
for different implements. Inside 
the store was a case for lawn mowers 
that served its purpose admirably, 
keeping the mowers off the floor, 
where they are injured by sweeping 
and the ordinary dust of the store. 


HARDWARE AGE 


WHAT DO YOU THINK? 


Rockford, IIll., April 4, 1921. 
EDITOR HARDWARE AGE, 
New York, N. Y. 
Dear Sir: 

I well remember when I was a 
boy Iron Age Hardware came in on 
Thursdays, I believe, at any rate, it 
was the first thing that I wanted to 
see as soon as received. Though a 
boy of eleven, I wondered if nails 
were still 2.15 base, jobber’s stock, 
Chi.; linseed oil (boiled) 48c.; glass, 
89 off; solder (bar), 28c. per lb. 

HARDWARE AGE kept me interestea 
in hardware more than anything 
else to my knowledge. My superior 
was Mr. W. G. Kelly at San Jose, IIl., 

















Ernst Hardware Co., Seattle, Wash., displayed lawn accessories to excellent 
advantage 


The base of the stand was 3 ft. 6 in. 
by 8 ft. 2 in., and about 4 in. high. 
Three shelves are supported by cor- 
ner uprights and the shelves supply 
good display space for hose, grass 
catchers and similar goods. At cer- 
tain seasons poultry food is dis- 
played on this stand. The first 
shelf from the bottom is 19 in. above 
the base, and the second shelf 14 in. 
above the first. The top shelf against 
which the lawn mowers rested is 
21 in. wide and 6 ft. long. A piece of 
quarter round moulding is tacked 
around the base to keep the mowers 
from rolling off Such a display ac- 
commodates ten mowers. 


Erwin N. Gulow is to engage in the 
hardware business at Turners Falls, 


Mass. 


who was as willing that I keep post- 
ed as I was myself, although I am 
sorry to say, there are many hard- 
ware dealers that do not want their 
clerks to get hold of trade papers, 
thinking they will learn too much 
about the business. Neither do they 
read it themselves. No time to read! 
Yet it would pay him more per hour 
than selling a stove. - 

I would like to make a suggestion, 
believing that it would attract the 
attention of the new ones at the busi- 
ness. Hardly a day goes by that a 
request is not made by a customer 
for some items of which they do not 
know the name; neither do they 
have any idea as to what they want, 
really; only what they want to use 
it for, by making signs with their 
hands. 
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My solution to this problem would 
be something like this: 

“The Corners on the Ball.” Have 
it situated in the magazine in such a 
way as to make it suitable for plac- 
ing in a scrap book for future ref- 
erence. 

For example: A customer wanis 
a shelf that will suspend about 1 ft. 
from the wall when in use; adjust- 
able to any height, capable of carry- 
ing 10 lbs. in weight, one that can 
be folded out of the way when not in 
use. (The shelf being 8 in. wide x 
2 ft. long) what is the requirement? 
(Hardware.) 

(A.) Two bird cage hooks, two 
small awning pullies, two screw 
hooks, 3/16-in.: rope of sufficient 
length for required adjustments and 
two 6 x 8 shelf brackets reversed, 
with a Hill’s hog ring on the corner 
of each to fasten the rope to, as a 
ring (saw a notch 1 in. deep off each 
end, making it 7 in. wide, then the 
8 in. side of the bracket will coun- 
ter balance the projecting inch; saw 
the adges of the board at 45 deg., 
making the bracket fit snug; cut the 
corners at the same angle, which wil: 
allow the brackets to fold flat with 
the board). 

An article on that order should 
create new uses for Hardware as 
well as keeping the young hardware 
man interested. I fully believe hard- 
ware in all branches requires more 
intelligence than any other field of 
modern merchandising. The young 
men of to-day are losing interest in 
the hardware business. It must be 
advanced, not retarded. 

If what I have written is of nc 
more value than just getting you to 
thinking along that channel, it might 
be worth while to you. 

I wish to thank HARDWARE AGE 
for the good it has done in the past 
and may it always “Carry On” with 
SUCCESS! 

Yours very truly, 
E. T. EYRSE, 
The Mutual Man. 


“Own Your Own Home” 

Greater New York and its adjacent 
suburbs recently held its third annual 
“Own Your Own Home” Exposition at 
the 22nd Regiment Armory, 168th 
Street near Broadway which was 
marked by a larger attendance than 
either of the two previous expositions. 
Reproductions of twenty-nine prize 
winning designs from a recent national 
“Small House Competition” were held 
in connection with the exposition under 
the approval of the American Institute 
of Architects, and proved the chief at- 
traction at the armory. Altogether 
more than 155 different exhibits were 
shown on the exposition floor including 
hardware and allied lines. 
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MR. NEAL’S OPINION 


New York, April 14, 1921. 


EDITOR HARDWARE AGE, 

New York City. 
Dear Sir: 

Have read with deep interest the 
several letters from some of our big 
men of the nation which appear in 
your valued periodical dated March 
24, 1921, and herewith take the lib- 
erty of butting in with some actual 
facts that will undoubtedly not agree 
with some of these predictions. 

It appears peculiar that a few 
hundred men in all America who can- 
not have any conception of real hard 
times from personal experiences, as 
they are all very wealthy, hold great 
and environal positions and it would 
simply be impéssible under those 
conditions for them to know of any- 
thing but god times. The past five 
years prove that America has pro- 
duced more millionaires than all the 
rest of the world combined, and they 
certainly are scarcely the ones to 
feel the pinch of real hard times. 

Now, in submitting a few positive 
facts from the viewpoint of men 
down the ladder, we perhaps are not 
following the understood American 
idea of falling in line and taking for 
granted that the views of our lim- 
ited number of real big men is the 
last word. How any practical man 
who knows anything about business 
can predict prosperity at the present 
high costs of basic materials, is be- 
yond my comprehension. 

Let’s chronicle a few of these 
items. I recall and can prove the 
following cost prices in the past: 


Low Present 

: Cost Cost 

Nails, wire (keg base)..$ .90 $3.25 

Cement (bbl.) 1.35 4.10 

Sashweights, iron (ton) .10.80 65.00 
Bricks, common (thou- 

sand) 
Coal, hard’ (ton) 4.00 14.00 


All tools carry practically the same 
proportion, not forgetting structural 
steel and builders hardware. 

In the olden days our present big 
manufacturers built up their busi- 
ness and declared satisfactory divi- 
dends on the above mentioned low 
prices. Also: Don’t forget that to 
some of the above costs there must 
be added the jobbers’ and retailers’ 
profits. Where does the consumer 
get off if the prices are loaded so 
heavily at the base? 

The basic living cost of the mid- 
dle class and the workmen is rents 
and that is one of the great handi- 
caps at the present moment that is 
holding us down. Can you think of 
big money being invested in build- 
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ings with the above exorbitant cost, 
which two years hence will undoubt- 
edly be 50 per cent lower? This is 
simply business and common sense. 

Every evil inthe way of high 
prices is now laid and has been for 
some time, to the high cost of labor. 
It makes a sensible person smile. 
During the war when the plus cost 
system was in vogue, there was no 
question about what was being paid, 
as the more that was paid, the big- 
ger the profits of the contractor. 

Now, 90 per cent of that class of 
labor who probably was increased 
from $3 per day to a maximum of 
$10 per day, not including overtime, 
really spent their money, which 
helped to make many of our million- 
aires. 

Now that conditions are being re- 
versed, it is only the square deal 
that prices be reduced to a reason- 
able basis. We are not talking low 
prices, but we will never get any- 
where by the arbitrary high prices 
which are sustained by combinations 
which are practically only on a big- 
ger scale, similar to labor unions. 
The improved and positive methods 
of large production, compared with 
the old crude methods, should enable 
labor to get very good pay and yet 
leave the profits very desirable 

Let us analyze the financial re- 
ports of the majority of our great 
corporations and you will find that 
practically all of the water has been 
squeezed out and that their stocks 
are now way above par. Where did 
this money come from? The middle 
class which is really the bone and 
sinew of America, has simply been 
ground, as their incomes were never 
doubled on an average, but their ex- 
penses were trebled. 

All the public utilities that we 
know of are passing legislation for 
increased charges, but the incomes 
are being reduced and very rapidly. 
Cannot recall a single great and rep- 
resentative corporation which has 
endeavored to stem the tide of high 
prices by being reasonable. They 
have taken all that traffic could bear. 

It is very nice to state that the 
prices were established by the Gov- 
ernment, but frankly, and as man to 
man, who is the Government? Sup- 
posedly, the people, but the people as 
a majority certainly had nothing 
whatsoever to do with the establish- 
ing of these so-called reasonable 
prices when our country was in 
stress and pain. We are paying and 
we are paying dearly. The remedy 
is reasonable prices. The reducing 
of commodities 5 per cent and 10 
per cent at a time is more unsettling 
than if they stood pat. 

There is only one law of business 
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that will stand the test of time and 
that is demand and supply and that 
is where we are getting to and none 
of us appear to know just when we 
will strike an even balance, but that 
is what we want. 

Basically the world needs goods; 
our country can supply them but at 
the present prices our ships travel 
back and forth practically empty, 
perhaps with pleasure seekers, but 
very little freight. The exports and 
imports will tell you how we are 
dropping behind. 

Reasonable prices and as quickly 
as possible and real big action along 
these lines by our big men is the only 
thing that will settle this situation. 

Trusting that the above is not too 
harsh for your kind consideration, as 
it is exactly as I find conditions from 
a practical and working standpoint, 
I am, Very truly yours, 

B. B. NEAL. 


Boosters Invite Dealers to 
Meeting 

C. K. Golden, chief of the New York 
Hardware Boosters, at the April 30 
meeting held at the Hardware Club, 
following the action of a majority vote 
by the organization instructed C. E. 
Clint, secretary, to invite a delegation 
from the Hardware and Supply Dealers 
Association of Manhattan and Bronx 
Boroughs to attend the May meeting of 
the Boosters for the purpose of dis- 
cussing the proposition of the two or- 
ganizations working together to in- 
crease the membership of each body. 
The May meeting will be held at the 
Hardware Club, May 21. 

Matthias Ludlow, president, National 
Retail Hardware Association, addressed 
the Boosters and urged the organiza- 
tion of a national body of hardware 
salesmen similar to the Boosters. The 
National President also advocated 
closer co-operation between the Boosters 
and the local dealers’ associations for 
the benefit of the trade in the metro- 
politan district. Mr. Ludlow also ex- 
tended to the Boosters greetings from 
the H. I. P. Club of Denver, Col. 


Simonds Contest 


To encourage the study of economics 
in the high schools and normal schools, 
Alvan T. Simonds, president of the Si- 
monds Mfg. Co., Fitchburg, Mass., re- 
cently offered prizes of $1,000 and $500 
for the two best essays on the subject, 
“Present Economic Conditions and the 
Teachings of Adam Smith in the Wealth 
of Nations.” 

The contest met with much response 
and essays were submitted from every 
state in the Union and many entries 
were made from Canada. The judges 
awarded the first. prize to David Koch, 
a student at the High School of Com- 
merce, New York, and the second prize 
to Aloysius Thiemann, a student of 
Reedsburg High School, Reedsburg, 
Wis. 





Many New Motor Accessories on the Market 


Curb Auto Runway 


In many cities in the United States 
and Canada municipal ordinances pro- 
hibit residents trom cutting in on the 
curb for the purpose of making an auto 
runway. ‘The reason being that it is 
said to hinder draining of the city 
streets. Then, again, in many cases it 
would be very costly to break up a sec- 
tion of a street curb to put in a drive- 
way. To overcome this difficulty, Kurb- 
Kumfort, a portable wooden runway, is 
offered the trade by Arnold & Co., 11 
Arch St., Providence, R. I. 

This portable runway eliminates the 
expense of grading and recurbing. It 
is always ready to put in place in a 
jiffy and will support the heaviest car. 
It requires no adjustment as to width, 
as the runs are properly set. 

The total weight of Kurb-Kumfort is 
but ten pounds, and when folded the 
height is exactly 3 ft. The only meas- 
urement required is the height of the 
curb. 











Kurb-Kumfort and the Method of Use 

Kurb-Kumfort consists of two wooden 
runs connected so as to fold together 
when not in use, making it easy to 
store. It is really a decided advantage 
over built-up runs or gutter bridges 
that may at any time be stolen and are 
always muddy after a storm. 


Combination Double Tire Car- 
rier and Lock 


Approval from the Underwriters’ 
Laboratories has been given to the 
Trex Twinlock tire carrier, a product 
of the Trexler Co., 1418 Walnut Street, 
Philadelphia, Pa. This approval is 
valid for 5 per cent reduction on insur- 
ance to the car owner. 

The Trex carrier is attached in a 
few minutes to any car with a cir- 
cular carrier. It provides a rack for 
a second spare tire and also serves as 
a lock for both spares. There are no 
rivets, bolts, nuts or tools ‘required to 
place or remove this carrier. A turn 
of the knob and key affords ready ac- 
cess to each tire. This carrier does 
away with unsightly straps or wobbly 


supports, ropes, padlocks and chains 
that always mar thé paint on the rear 
of the car. 

The principal feature in its appear- 
ance is the three supports that expand 
against the circular rim and provide 














Trex Twinlock Tire Carrier 

the extra rack. Upen tightening the 
knob and locking the lock with a key 
both tires are firmly secured. The Trex 
carrier is very neat in appearance and 
would be an attractive part of any 
motor car. 


Herz Patent Spark-Gas-Saver 

The Pro-Mo-Tor Fabricating Corpo- 
ration, 182 Locust Avenue, New York, 
successor to Herz & Co., is bringing 
out a new device called the “Oscillum”’ 
which is a combination spark control- 
ler, gas saver and spark intensifier. 

The Herz company made a regular 
spark gap as early as 1902 which was 
attached to each individual spark plug; 
but the individual gap, being located 
directly over the spark plug, and sub- 
ject to temperature changes and jars 


‘ 
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Oscillum 


on the motor, has never proven very 
satisfactory to the manufacturer. 

This new spark gas saver “Oscillum” 
attached to the dashboard not only 
saves gasoline but also shows whether 
or not all spark plugs are working; it 
indicates the broken or sooted plug and 
makes the motor run with more power 
and regularity. 
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The Pro-Mo-Tor Corporation offers 
the spark gas saver “Oscillum” com- 
plete with cables and cable terminals 
to be attached to the Ford car. 

The instrument alone, without cables, 
is obtainable; it can be used for any 
4-cylinder car. The “Oscillum” instru- 
ments for 6 and 8-cylinder motors are 
now in preparation. 


An Aid in Applying Skid Chains 


The advantages and necessity of 
using skid chains are well known to 
the average motorist and a great many 
carry a set at all times. But at that 
many of those who were originally 
cautious are reluctant to use the chains 
on sloppy days becauée of the difficulty 
sometimes experienced in placing them 
on the wheels. The Right Way Tire 
Chain Applying Device eliminates this 
difficulty and makes application a very 
simple matter. This device is manu- 
factured by Foss-Hughes Co., Twenty- 








PERCE oeten wed DEM OM AELLOE OF WOME 
PiGMTEN LHGNTLY urn 


Pak: OR 
PATENTS PEmOwS 





Right Way Tire Chain Applier 
first and Market streets, Philadelphia, 
Pa. . 

This device as will be seen in the pic- 
ture is designed to fit as a permanent 
fixture on the rim of the wheel. Two 
projecting pieces—one on a side—are 
for catching the skid chain. This holds 
the chain securely while the car is run 
ahead and the chain forms around the 
entire wheel. It is the advice of the 
maker that the second link be placed on 
the hooks. With this device the chain 
cannot slip when the car is pushed for- 
ward and one person could do the en- 
tire job. 

The Right Way tire chain applying 
device is built to measure so that the 
sectional size of the tire must be given 
when ordering. 


Prevents Theft of Moto-Meter 
and Radiator Cap 


Moto-Meters are valuable and so are 
radiator caps, and it would be wise for 
the motorist to protect these useful 
articles against theft with a Protect- 
O-Cap as made by the Up-to-Date Ma- 
chine Works, Inc., 2913 South Wabash 
Avenue, Chicago, IIl. 

This cap is well finished and will look 
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well on any car. It is secured to the 
radiator by a blind set screw. The 
Moto-Meter is held to the cap by an 
invisible steel pin. They thus become 
integral parts of the radiator. Only 
with the help of special tools can either 
be removed without such damage as 











Protect-O-Cap 


would render them worthless to a thief. 

The entire cap is made of white brass 
and will not corrode or leak. All joints 
are gasketed securely to retain steam. 

Aside from theft protection the Pro- 
tect-O-Cap makes filling of the radiator 
easier and prevents the chances of 
burnt fingers when the engine is hot. 
The filler cap drops down, leaving a 
generous opening that catches all 
the water, greatly lessening the chance 
of spilling water on the clothes, or 
causing a splash in the mud. The 
angle of the hinged gate makes filling 
very easy, as it does not require much 
tilting of the can. A quarter turn of 
the knob unlocks the gate or locks it 
securely so that there is no rattle. 

The driver cannot forget to replace 
the cap, for it is there before him and 
not on the ground or the running 
board, where it may easily be stepped 
on or entirely lost. 


Visible Measure Gasoline Pump 


Though every motorist may not be 
from Missouri, they all show a feeling 
of satisfaction when oil or gas pur- 
chased is obviously accurately meas- 
ured and the gas filtered. To help gas 
venders accomplish this the Wayne Oil 
Tank and Pump Co., Fort Wayne, Ind. 
has designed for the market the Super- 
Visible gasoline pump that has a trans- 
parent glass container for five gallons 
at each side of the top. Both containers 
are of heavy glass and are protected by 
heavy wire screens. 

The pump has at the top an attrac- 
tively lettered sand-blasted 16-in. round 
glass globe, which may be lighted at 
night. The hosing is specially con- 
structed for gasoline, and the brass 
tube nozzle is fitted with a Yale lock, 
preventing unauthorized use of the 
pump. An overhead drain valve auto- 
matically drains the hose. This shut 
off valve makes it possible to use the 
pump as either a piston or visible type. 
A five-way valve enables the operator 
to fill one container while emptying the 
other or to discharge from either as 
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desired and to drain back when clos- 
ing up for the night. 

A 6-in. aluminum faced 20-gal. dis- 
charge register clocks off each gallon 
delivered. A gear driven meter that 
registers up to 1,000,000 gal. is sup- 
plied on each pump, so that an accurate 
record can be kept. 

The pump operates by a continuous 
forward motion of the pump handle. 
A quantity stop regulates the flow from 
the container so that it may be set to 
deliver one; two or up to five gallons. 

A positive filter separates all impuri- 
ties and water from the gas delivered. 

















Wayne Super-Visible Gasoline Pump 


Auto Repairman’s Creeper 


The Sturdy creeper is built for the 
repairman or motorist who wants a 
serviceable article that will not break 
down in use and that at the same time 
is low enough to allow him to slide 
under the car and narrow enough to 
work on with plenty of room for his 
arms and elbows. 

The creeper is 


made of seasoned 











Sturdy Creeper 


hardwood slats, securely bolted, thus 
eliminating the usc of nails. The cas- 
ters are ball bearing and easy in action. 
A padded head rest saves the strength 
and strain on the neck and shoulders. 
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The Sturdy creeper is very strong and 
gives comfort to the man who has to 
get out and get under. It is made by 
Gray-Heath Co., 542 North Parkside 
Avenue, Chicago. 


Wrist Meter for Locating Igni- 
tion Trouble 


Repairmen who work on ignition sys- 
tems will welcome the Onan wrist 
meter, a combination instrument made 
by David W. Onan, 43 Royalston Ave- 
nue, Minneapolis, Minn. This meter 
comes complete with instructions and 
test cables and a web strap that is 
adjustable to the wrist of the operator. 

The Onan meter is an ammeter auto- 
matically protected from a burn out and 
also a circuit signal which will indi- 
cate a circuit or lack of same. It may 
be used as an automatic breaker with 














Onan Wrist Meter in Place 
condenser for testing all kinds of igni- 
tion systems, spark plugs, secondary 
parts or even starting a high-tension 
magneto with the use of battery cur- 
rent. 

The handiness of this instrument is 
quickly seen and is likened or compared 
with the thermometer of the physician, 
for the repair man can easily carry this 
set in his pocket and have ready at all 
times an efficient tester for all types 
of coils, high tension coils and other 
automotive electrical parts. 


Automatic Windshield Cleaner 


By turning a finger control usually 
located on the dash the Folberth auto- 
matie windshield cleaner sweeps back 
and forth over the surface of the wind- 
shield making a clear space for the 
driver to see the road ahead. It re- 
moves rain, mist, steam or snow foam 
and leaves a clear space the same as 
the common type of hand operated 
cleaners. 

This product is made by the Folberth 
Auto Specialty Co., Cleveland, Ohio, 
and is a real convenience to drivers for 
it works by itself and leaves both hands 
free to drive the car. 

Though automatic the Folberth cleaner 
costs nothing to use as it is operated by 
the suction of the engine—a power 
hitherto wasted. The cleaner is at- 
tached to the top of the windshield in 
the usual manner just in front of the 
driver’s seat. A tough, flexible rubber 
tube runs from the cleaner through the 
dash and is connected to the intake 
manifold by means of fittings which are 
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furnished with the cleaner. It is posi- 
tive in action and does not affect the 
adjustment nor efficiency of the motor. 
There is absolutely no noise or rattle. 

There is nothing to wear out in the 
Folberth cleaner and it may be used on 
any car except the electric. 

It is said to take but a few minutes 
to completely install this cleaner and 
when on the driver may turn it on in 
bad weather and always have a clean 
driving view through the shield reserv- 
ing at the same time both hands for the 
guidance of the cag, a big and impor- 
tant feature in slippery weather. 














Folberth Automatic Windshield Cleaner 


* Handy Battery Carriers 


Storage batteries are always heavy 
and rather cumbersome aarticles to 
handle. When carrying them from the 
car to the service rack the Reliable Bat- 
tery Carrier becomes a real friend. It 
is built to grasp the handles and give 
the service man a good grip with the 
proper swing for easy carrying. 

Reliable battery carriers are made. in 
two sizes by the Reliable Mfg. Co., 
Cleveland, Ohio. One size is for small 
and medium sized batteries and the 
other size is for general battery nse. 

These tools are very substantial and 
well made and will probably last an 
indefinite life time. 














Reliable Battery Carricr 


Combination Rear View Mirror 
and Parking Lamp 

At all times a mirrorscope and when 
desired a parking lamp, affording a 
red glow to the rear and a white beam 
ahead, the Mirrorscope Parking Lamp, 
a product of the Alexandra Mirror- 
scope Co., 1191 Broadway, New York, 
is of interest to hardware dealers. 

It is fitted to the front fender on the 
left and provides a very satisfactory 
rear view mirror that gives the driver 
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a positive view of the road behind and 
of other vehicles approaching from the 
rear. At night, with the switch 














Mirrorscope Parking Lamp 


turned on, a white light is cast through 
a jewel in the front and the red rear 
signal, consisting of an illuminated red 
circle around the circumference of the 
mirror, gives the motorist economical 
compliance with the parking laws. One 
bulb supplies the light, consuming but 
very little current, whereas if the dim 
headlights and the tail light were lit 
it would require at least three bulbs. 
A two-candlepower bulb is all that is 
necessary. 

There are no wires or cables exposed 
to the weather or in sight to mar the 
appearance on the car, a patented con- 
tact in the universal ball and socket 
joint permits adjustment of the mirror 
and also removal without interference 
with the electrical connections. 

This light is furnished in three styles, 
two with ground lens, with a choice of 
either all nickel or black and nickel, 
and the third with bent mirror, black 
and nickel. 


Eliminates Glare from the 
Other Fellow 


Most cars have dimming arrange- 
ments on the headlights but the aver- 
age driver never bothers to use them 
except for his own convenience. Every- 
one who drives at night knows the dan- 
ger of an approaching glare that 
often requires stopping at the side of 
the road until the glare passes for fear 
of the side ditch or a fence or pole. 
The Safe-Tee-Scope has been invented 
to take the chance out of night driving 
by providing protection to the eyes 
whenever needed. It is made by The 
Safe-Tee-Scope Co., Bridgeton, N. J., 
and will attach readily to any car. 

It is fastened over the windshield at 
a point of convenient vision for the 


Safe-Tee-Scope in Use 


driver. It is hinged and may be swung 
up out of the way when not in use, and 
quickly brought down to eliminate sun 
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or headlight glare. The transparent 
part is made of a special non-shatter- 
able glass that in case of accident 
might be broken but would not scatter 
or splinter. The upper half of the 
glass is green and the lower half is 
amber. 

The theory of use is that the green 
protects the eye from the glare and 
the amber gives the driver a chance to 
see the road with ease and comfort. 


Makes Ford Driving Safer 


Ford owners will be interested in the 
Sprague worm steering gear made by 
the Sprague Tire & Rubber Co., 
Omaha, Neb. This device will mini- 
mize shocks, vibrations and will lessen 
the strain on the driver’s arms and 
shoulders. 

It would take about one hour to in- 
stall this device which is a replacement 
part that bolts to the engine and frame 
of car. There is no drilling or cutting 
to be done and at any time the owner 
may replace the original part. 

The abrupt jounces sometimes ex- 


























Sprague Worm Gear for Fords 


perienced in Fords and other light cars 
are said to be eliminated with the use 
of the worm gear in the gteering appa- 
ratus, and this company has special- 
ized making this attachment for Fords 
to make driving more pleasant and 
safer. An internal drag link is in- 
cluded with the purchase of the gear. 
The two in combination give the driver 
absolute control over the direction of 
the car and avoid accidents caused by 
getting into ruts. 


Warms Up Motor Quickly 


Temptrol is a simple and positive 
temperature control operated by hand 
from the dashboard. It enables you to 
warm up the auto’s motor promptly 
after starting and aids in maintaining 
it at the most efficient operating tem- 
perature. All this is accomplished with 
two operating parts—a dash control 
and a butterfly valve set into the hose 
line. It is said to be very easy to in- 
stall and when once in place requires 
no attention for maintenance. It is 
made by the Johnson Co., Detroit, Mich. 

It eliminates the long delay often ex- 
perienced with cold motors on a cold 
day. There is no spitting or coughing, 
stalling and restarting. To use the 
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Temptrol is as simple as the standard 
choker. 

It is said that the Temptrol reduces 
the quantity of unburned gas in the 
cylinder, thus lessening the possibility 
of diluted lubrication in the crank case 
or excessive carbon in and around the 
valves. This means added economy of 
operation, a subject always of vital in- 
terest to all motorists. 

















Temptrol . 


For Keeping License Cards in 
Presentable Condition 


License cards very seldom go through 
the year in good condition and usually 
are hard things to remember to bring 
along. The Accesso license card hold- 
er, a product of the Accesso Mfg. Co., 
99 State Street, Boston, Mass., pro- 














Complete 


Cover Base 
Accesso License ? 


Card Holde 


vides a definite safe and weatherproof 
place for all papers pertaining to car 
and driver which according to law must 
be accessible at all times. 

This holder may easily be attached 
to the instrument board or elsewhere. 
It is made of brass heavily nickel 
plated or finished in gun metal. The 
cover is held securely to the base by a 
patented fastener. Outside dimensions 
are 2% by 35 by % in. 


Accoutrements for the Smoking 
Motorist 


Motorists who smoke will welcome 
two new articles for the car made by 
The Cuno Engineering Corp., Meriden, 
Conn. The Cuno auto cigar lighter 














Cuno Tonneau Smoking Set 
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and the Cuno tonneau smoking set are 
the new lines. 

The cigar lighter has an improved 
automatic switch, removable burner 
tip and ash cap which are held in place 
by a bayonet lock. The lighter is on 
a self winding reel that takes up the 
slack on the cable when released. The 
burner tip is made of heavy wire and 
will last indefinitely. It is protected by 
a removable cap. All metal parts are 
polished and nickel plated. The cable 
is five and one-half feet long and is 
connected directly to the cars storage 
battery. It is not necessary to screw 
the lighter to the dash, a hole is drilled 
and the lighter base inserted. When 
the nut is tightened it becomes a per- 
manent fixture ready at all times for 














Cuno Cigar Lighter 


immediate use, whether the engine is 
running or not. 

The tonneau smoking set may easily 
be mounted at any convenient point in 
the tonneau. It includes an ash tray 
which is constructed to prevent the 
ashes from being blown about the car 
or in the passengers faces. In addition 
to the tray a cigar lighter is included 
with the set, and is similar in part to 
the regular dash type cigar lighter de- 
scribed in the previous paragraph. The 
tonneau smoking set is finished in 
black and silver at present but it is the 
intention of the manufacturer to make 
these sets in finishes to match the up- 
holstered interior of any car closed or 
open. 


Two Tools of Interest to 
Motorists 

Motorists will be glad to learn about 
the two new tools offered by the Bonney 
Vise & Tool Works, Inc., Allentown, 
Pa. One is the Bonney Fin Twister 
and the other the Bonney Battery 
pliers also useful on grease cups. 

The fin twister is designed primarily 
for Ford owners and will easily 
straighten out bent or crooked radiator 
fins. It is only necessary to insert the 
teeth of the fin twister between the 
fanges or twins and gradually twist 
the tool until the fins become properly 
straightened. Sometimes it is advis- 
able to work the twister from side to 
side slowly before attempting to 
straighten. The Bonney Fin Twister 
may also be used with equal success on 
other cars having straight fin radiators. 
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The Bonney Battery Pliers are ex- 
actly right for gripping battery posts 
and terminals. The action of the pliers 
is from any angle which makes them 
particularly useful. The teeth are 














Bonney Fin Twisters 


cross milled in double concave jaws. 
The adjustments is similar to that on 
slip joint pliers of common design. 
The rivet slides between the two holes 
on either of which it operates. There 
are two adjustments, one for small size 
posts and terminals and the other for 
larger ones. These pliers are equally 
as useful for turning down or removing 
grease cups. 





BONNEY BATTERY 
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Bonney Battery Pliers 


Windshield Vision Protecting 
Visor 
National. Visors are 
meet the drivers line of vision. 
protect from sun glare, head 
glare, rain, mist and snow. 
Made from special pressed steel by 
Hillman Mfg. Co., 2317 East 16th St., 
Los Angeles, Cal., this visor has a fol- 
lowing among careful autoists. The 
metal parts are baked black enamel on 
top, satin green underneath with two- 
inch adjustment at each end, to allow 


adjustable to 
They 
light 














National Windshield Visor 


for the various widths of windshields. 
Attachments are black enameled and 
held in place by upper wing nuts on 
each side of the windshield post. An 
auxiliary clamp fastens these to the 
windshield post at lower end. The 
quadrants by which the visor is raised 
or lowered are brass heavily nickel 
plated. 

To accommodate all cars the visor 
is made in three sizes. 
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Coming Hardware Conventions 


HARDWARE ASSOCIATION OF THE CARU- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 18, 1921. Hotel 
headquarters, Marlborough-Blenheim. 
F,. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, Atlantic City, 
N. J., May 11, 12, 18, 1921. Hotel head- 
quarters, Marlborough-Blenheim. John 
Donnan, __ secretary-treasurer,  Rich- 
mond, Va. 


OLD GUARD SOUTHERN HARDWARE 


The Business 


SALESMEN’S ASSOCIATION CONVENTION, 
MarlboroughBlenheim Hotel, Atlantic 
City, N. J.. May 12, 1921. R. P. Boyd, 
secretary-treasurer, Knoxville, Tenn. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan secretary, 701 
Grand Theater Building, Atlanta, Ga. 

METAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 
3 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
ra; 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Montreal, Canada, June 7, 8, 9, 1921. 


Quiz—No. 19 


Question No. 1—What are the four different kinds of duties 


levied in this country? 


Question No. 2—What is known as a “quasi-contract’’? 


Question No. 3—What is known in retail storekeeping as a 


‘‘want slip”? 


Question No. 4—What is known as the Rothschild’s Golden 


Rules of Success? 


Question No. 5—Must the words “value received” appear in 
the body of a note to make same valid? 
Question No. 6—What are the five chief causes of business 


failures? 


Answer to Business Quiz No. 19 


Answer No. 1—The four kinds of duties are (1) import, levied 
on goods received from foreign ports; (2) export, the reverse of 
import; (3) excise, or internal revenue; (4) ad valorem, or ac- 


cording to the value. 


Answer No. 2—A “quasi-contract” consists of, as a rule, un- 
just enrichment, money paid under threat, benefits conferred 
without request, and benefits conferred by mistake. 

Answer No. 3—A “want slip” is one which supplies the sales 
force with instruction to fill out for all such goods customers 


ask for not carried in stock. 


Answer No. 4—The great banking house of Rothschild’s had 


for its rules (amorig others) the following five: 


(1) Never be 


discouraged; (2) Never tell business lies; (8) Be polite to every- 
body; (4) Be prompt in everything; (5) Do not reckon upon 
chance; (6) Take time to consider, then decide positively; (7) 
Carefully examine into every detail of your business. 


Answer No. 5—The words “value received” are as a rule writ- 
ten in a note, but if overlooked or forgotten it is presumed so, or 
may be supplied by sufficient proof. 

Answer No. 6—The five causes of business failures are con- 
ceded to be (1) Lack of knowledge as to credit; (2) slow “turn- 
over”; (8) inventory neglect; (4) poor system of figuring costs 
and percentage of profits; (5) lack of energy. 
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Headquarters, Windsor Hotel. A. H, 
Chamberlain, secretary-treasurer, Mar- 
bridge Building, New York City. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 

NATIONAL RETAIL HARDWARE AsSso- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. Sheets, 
secretary, Argos, Ind. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, 27,1922. J. M. Stone, secretary- 
treasurer, Sturgis. 


WHAT AN EDITORIAL DID 
New York City, 
March 15, 1921. 
Mr. Llew S. Soule, 
Editor, HARDWARE AGE, 
New York City. 
Dear Mr. Soule: 

You may be interested in a re- 
sult from one of your editorials 
which promises still further devel- 
opments. The editorial was in your 
issue of December 2, captioned 
“Are You. Playing the Game?” and 
seemed to be just the spark neces- 
sary to stir us to action. I was 
particularly impressed with this 
paragraph: , 

“When declines come, and they 
will come in hardware as in other 
lines, slowly but surely, retailers 
and jobbers must share with manu- 
facturers in what losses accrue. 
Declines must be passed on quickly 
and cheerfully. The man who fails 
to play the game will eventually 
be penalized.” 

Acting on this suggestion, our 
managers were called in to the Cen- 
tral Office for a conference, and we 
formulated a policy, broadly speak- 
ing, of forgetting what we had paid 
for things, and selling them at 
prices based on anticipated replace- 
ment values. 

During the month of January we 
carried on sales with sweeping re- 
ductions in all of our stores, and 
we continued the policy in a SPE- 
CIAL SALE at our Pottsville store, 
the Swalm Hardware Company, for 
ten days the latter part of Febru- 
ary and the first of March. 

That we were right is proved by 
the tabulated sales chart of all 
our stores, which shows not only 
a great increase in business during 
the “Special Sales” period, but also 
that this rate of increase is being 
maintained under normal condi- 
tions. 

Yours very truly, 
W. A. MC FADDEN. 
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‘SPC -LOON- LISTEN’ 


USINESS is made—not born. It is a human achievement, the fruit of human intel- 
ligence backed by human endeavor. It is reared story by story like the buildings 
which house it. 


q When business builders cease striving, business halts, wavers and declines. Conditions 
may help or hamper its advance, but the human element eventually makes or mars its 
progress. 

q You cannot drive a heavy nail with one stroke of a carpenter’s hammer. Neither can 
you drive home the nail of business success through the single stroke of good times. A 
steady succession of blows, regardless of general conditions, is essential to business 
prosperity. 


q “Stop—Look—Listen” is an ideal admonition for the man about to cross a railroad track, 
but as a business slogan it is one word too long. Business should look and listen, but 
never stop. 


q The winning runner in a race thinks and plans without reducing his stride. If he stops 
for only a single second, some other contestant, who thinks as he runs, passes him and 
takes the lead. The same conditions hold true for those who would win in the business race. 
q This is an age of results—results gained through hard, intelligent, honest effort. Luck 
is only incidental. If you do not demonstrate your right to the position you hold in the 
business world—if you do not earn and defend that position—it is only a matter of time 
until someone else will occupy it. The merchant who waits for things to happen must 
inevitably give place to the man who makes things happen. 

q This year, for every dollar spent with his home merchant, the customer will expect the 
utmost that his dollar will buy elsewhere. It means real work for the merchant. Work 
in buying—work in keeping down expenses — work in increased service — work in con- 
structive selling. Spasmodic effort will not suffice. Success demands steady, thorough, 
constant work. 

q If money is as tight as the pessimist says it is, why the crowds lined up nightly in front 
of the motion picture shows? Why is it necessary to maintain a large clerical force to 
handle advance orders for tickets to the Dempsey-Carpentier contest? Are theater man- 
agers and fight promoters philanthropists? 

q There is no real scarcity of money. There is plenty of cash available in the United 
States to buy all the necessities and many of the luxuries of life. The trouble lies in the 
fact that money now stops, looks and listens. It wants to be persuaded. It wants to see 
service and hear values. It wants to be honestly earned and fully appreciated. 

@qIs there any sensible, practical reason why selling should stop so long as money continues 
to look and listen? Is it not the seller’s business to show and to convince? 

q The present attitude of the customer is the live merchant’s opportunity. It gives him a 
chance to prove his right to the place he holds in the chain of distribution. It puts him on 
his mettle. It forces him to plan and to work. It keeps him moving. 

q Still water does not run deep. It stands still. It stagnates, and stagnant water breeds 
disease. Evaporation takes its heaviest toll from still waters. 

gq Let us look and listen, but keep on working. Let us use the hammer of steady, united 
effort to batter down. the barrier of pessimism. It has blocked the road long enough. 
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Watching Fight on Big Steel Combination 


Washington Looks for Battle Royal—Treasury Head Gives Im- 
portant Tax Law Data — F ederal Reserve Board Optimistic 


WASHINGTON, May 9, 1921. 


ALL STREET holders of stock 
\ \ in the United States Steel Cor- 

poration are not the only people 
who are worrying over the Federal 
Trade Commission’s recent attack on the 
Pittsburgh base price device employed 
by the big combination to maintain its 
supremacy in the industry in which it 
is easily the foremost, if not the ab- 
solutely dominating factor. The man- 
aging directors of a good many other 
corporations are following closely these 
interesting developments, not only be- 
cause the general plan of the Steel 
Corporation has been employed by other 
big combinations, but also because the 
outcome of this interesting controversy 
will determine the extent to which the 
authority of the’ Federal Trade Com- 
mission can be exercised to curb the 
practice complained of. 


A Finish Fight Expected 


Everybody in Washington regards 
this as a fight to a finish between the 
Commission and one of the most power- 
ful and resourceful combinations the 
world has ever seen. Nobody believes 
that the issue will be dropped until the 
United States Supreme Court has re- 
viewed the Commission’s decision, for 
even should the big corporation be 
willing to accept the decree of the 
Commission, there will be a demand 
from many quarters that the jurisdic- 
tion of that body be determined by the 
highest court in the land, especially in 
view of the fact that the Commission 
heretofore has decided that it has no 
jurisdiction in such cases, and has en- 
tered upon the proceeding now on foot 
by a vote of three to two of its own 
members, Commissioners Gaskill and 


By W. L. CROUNSE 


Murdock dissenting from the proposi- 
tion that the complaint presents a set 
of facts that come within the scope of 
the Commission’s authority. 

The reports I have seen in the daily 
papers concerning the Pittsburgh base 
price device have been so garbled that 
I believe the readers of HARDWARE AGE 
will be interested in reading the official 
version of this plan as set forth by 
the Commission in its formal complaint. 
It is as follows: 


The Pittsburgh Base Price Scheme 


“That the Pittsburgh base price, or 
price f.o.b. Pittsburgh, is the price 
which purchasers in Pittsburgh must 
pay respondents for rolled steel in 
Pittsburgh; that the Pittsburgh plus 
price is different from the Pittsburgh 
base price, and is the price purchasers 
outside of Pittsburgh (except at Bir- 
mingham, Ala., as hereinafter men- 
tioned) must pay respondents for all 
rolled steel except rails; that the said 
price is arbitrarily fixed by adding to 
the Pittsburgh base price the freight 
rate on such steel from Pittsburgh, 
even though the said product is not 
purchased at or shipped from Pitts- 
burgh. Where the Pittsburgh plus 
price is charged for rolled steel, the 
transportation charge thereon, if any, 
from the plant of its manufacture to 
the purchaser thereof, is paid by the 
respondent steel manufacturer. With 
respondent’s Pittsburgh base price on 
rolled steel in Pittsburgh at $50, the 
Pittsburgh plus price at Duluth, Minn., 
for rolled steel manufactured in Du- 
luth and delivered to the purchaser in 
Duluth, is $63.20, the added $13.20 
being the imaginary freight charge 
from Pittsburgh to Duluth, though the 
steel in such case is not shipped from 
Pittsburgh or any other point, but is 
manufactured and delivered in Duluth. 
With the Pittsburgh base price at $50, 
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the Pittsburgh plus price at Chicago, 
for steel manufactured and delivered 
in Chicago, is $57.60. When steel is 
purchased from respondent’s subsidiary 
in Gary, Ind., and delivered to La Porte, 
Ind., the price is the Pittsburgh base 
price of $50 per ton plus the imaginary 
freight charge of $7.10 per ton from 
Pittsburgh to La Porte, making a total 
of $57.10 per ton. The transportation 
charge of $3.80 per ton on such steel 
from the plant of its manufacture 
(Gary) to the purchaser (at La Porte) 
is paid by such subsidiary.” 

Practice Called “Arbitrary, Unfair and 

Unlawful” 


This plan the Commission denounces 
as “an arbitrary, unfair and unlawful 
discrimination in price,” claiming that 
it is intended to accomplish the follow- 
ing purposes: 

(1) The Pittsburgh plus price en- 
ables the Pittsburgh steel manufac- 
turers to secure for their Pittsburgh 
plants substantially 50 per cent of the 
steel manufacturing business of the 
United States; in order to retain such 
percentage of said business, they re- 
tard as much as necessary the natural 
steel manufacturing growth of other 
sections of the country. The said dis- 
crimination discourages the establish- 
ment of steel fabricating factories out- 
side of Pittsburgh and encourages their 
establishment and maintenance in Pitts- 
burgh. ~ 

(2) The Pittsburgh plus price enables 
the steel manufacturers of the United 
States to maintain substantially uniform 
prices, which they could not otherwise 
do, as the use of such price enables 
them to know at all times the exact 
price which every manufacturer of 
rolled steel would charge therefor at 
all points of the United States, and to 
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readily detect any manufacturer who 
deviates therefrom. 


Say Pittsburgh Producers Fix Prices 


(3) The Pittsburgh plus price en- 
ables the high-cost steel manufacturing 
plants at Pittsburgh to fix and maintain 
sufficiently high prices for their prod- 
uct to operate at a profit without hav- 
ing their business jeopardized by the 
lower-cost steel manufacturing plants 
in other sections of the United States. 

(4) The Pittsburgh plus price en- 
ables the low-cost steel manufacturing 
plants outside of Pittsburgh to secure 
not only the profit which the high-cost 
Pittsburgh steel manufacturing plants 
secure, but unduly large additional 
profits because they manufacture rolled 
steel at a much lower cost than at 
Pittsburgh, and they charge a much 
higher price for the same, namely, the 
Pittsburgh plus price. 


(5) The Pittsburgh plus price en- - 


ables the steel manufacturers outside 
of Pittsburgh to increase their profits 
each time the railroad transportation 
charge on steel is increased, since the 
said price is increased to correspond 
with each freight increase. 


How the Plan Works» 


In support of these statements, the 
Commission gives examples in detail, 
tending to show how the “Pittsburgh 
manufacturers of products containing 
steel are given undue advantage over 
competitors whose factories are located 
west or south of Pittsburgh; how the 
Pittsburgh fabricator has an advantage 
over the Duluth fabricator who sells 
in Pittsburgh, and that the Duluth 
fabricator has no advantage over the 
Pittsburgh fabricator who sells his 
finished product in Duluth; example 
is given tending to show that the Pitts- 
burgh fabricator has the advantage 
over the Chicago fabricator in the sale 
of finished products at half-way points 
between Pittsburgh and Chicago; ex- 
ample is given tending to show that 
the Atlanta fabricator is subjected to 
a handicap of $25 per ton in Pittsburgh 
when competing with Pittsburgh fabri- 
cators and that a Pittsburgh fabricator 
is subject to no handicap when selling 
in Atlanta; example is given in detail 
of how the Pittsburgh fabricator has 
advantage over the Fort Dodge fabri- 
cator.” 

This paragraph of the complaint 
charges that the discrimination men- 
tioned tends to substantially lessen 
competition and create a monopoly for 
Pittsburgh fabricators, including the 
Steel Corporation’s subsidiary manu- 
facturers in Pittsburgh in the matter 
of manufacturing and selling their 
fabricated products. 


Big Advantage To Pittsburgh 


“As an instance of this charge,” the 
Commission says, “it is pointed out 
that with the Pittsburgh base price 
at $50 per ton, the Pittsburgh plus 
price at Duluth was $59.90, the added 
$9.90 being the imaginary freight rate 
from Pittsburgh to Duluth. With the 
late 33-1/3 per cent increase in freight 
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on rolled steel, the additional $9.90 
was increased to $13.20, making the 
Pittsburgh plus price at Duluth $63.20, 
though no freight charge is incurred 
on such steel when manufactured and 
delivered in Duluth. Similar increases, 
it is stated, were made in the Pitts- 
burgh plus price at all other points 
outside of Pittsburgh, notwithstanding 
the fact that steel is manufactured 
much cheaper at certain of such points 
than at Pittsburgh. ; 

“The Pittsburgh base price, it is 
further pointed out, at Pittsburgh is 
not increased with the increases in 
railroad freight rates, so that the 
fabricators outside of Pittsburgh are 
subjected to increased discriminations 
with each increase of railroad freight 
rates, ‘the additional unearned profits 
thus being secured by the respondents 
when it increases the Pittsburgh .plus 
price with each increase in railroad 
freight rates aggregating large sums, 
which must be paid by the fabricators 
outside of Pittsburgh and, eventually, 
by the general public.’ This practice, 
the complaint continues, tends further 
to substantially lessen competition 
with, and create a monopoly for, Pitts- 
burgh fabricators each time such rail- 
road transportation charges are in- 
creased. 


Claims Free Competition Is Restrained 


“All this, the complaint alleges, pro- 
vides an effectual method whereby the 
steel manufacturers of the United 
States maintain uniform prices among 
themselves; all of which ‘restrains 
free competition and tends to substan- 
tially lessen competition throughout the 
United States by the respondents and 
their competitors.’ ” 

The bringing of this proceeding a 
second time has heavily jarred the 
directors of the big steel combinations. 
These charges were originally pre- 
ferred July 26, 1919, and after four 
days of argument and presentation of 
facts the Commission took the case 
under advisement and several months 
later voted to dismiss the proceedings. 

The members of the Western Asso- 
ciation of Rolled Steel Consumers, 
which began the trouble, were not satis- 
fied, however, and on Sept. 20, 1920, 
the Commission granted the motion for 
a rehearing and reargument which 
occupied the greater part of last No- 
vember and December. The case has 
since been under advisement. 


Sales Tax Gets a Jolt 


The advocates of a general sales tax, 
either with or without the “turnover” 
trimmings, received a severe jolt dur- 
ing the past week when Secretary of 
the Treasury Mellon addressed a letter 
to Chairman Fordney of the Ways and 
Means Committee, and Penrose of the 
Senate Finance Committee, in which he 
stated that “the Treasury is not pre- 
pared to recommend at this time any 
general sales tax, particularly if the 
sales tax were designed to supersede 
the highly productive special sales 
taxes now in effect on many relatively 
non-essential articles.” Of course, the 
Treasury Department is not the court 
of last resort when Congress is en- 
gaged in revising the internal revenue 
taxes, but it would be foolish for the 
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most enthusiastic champion of a gen- 
eral sales tax to say that Secretary 
Mellon had not dealt it a blow in the 
region very close to the solar plexus. 

The tax reforms advocated by Mr. 
Mellon are literally in the nature of 
readjustments, for they do not propose 
any new system of taxation. Wherever 
a reduction in rates on certain brackets 
of a tax is suggested, a compensatory 
increase in the rate on other brackets 
is recommended. 


Mellon’s Suggestions 


Every business man in the country is 
vitally interested in the principal sug- 
gestions for internal revenue readjust- 
ment, which the Secretary sets forth 
as follows: 

1. Repeal the excess-profits tax, and 
make good the loss of revenue by means 
of a modified tax on corporate profits 
or a flat additional income tax upon 
corporations, and the repeal of the 
existing $2,000 exemption applicable to 
corporations, to yield an aggregate 
revenue of between $400,000,000 and 
$500,000,000. The excess-profits tax is 
complex and difficult of administration, 
and is losing its productivity. It is 
estimated that for the taxable year 
1921 it will yield about $450,000,000, 
as against $2,500,000,000 in profits 
taxes for the taxable year 1918, $1,320,- 
000,000 for the taxable year 1919, and 
$750,000,000 for the taxable year 1920. 
In fairness to other taxpayers, and 
in order to protect the revenues, how- 
ever, the excess-profits tax must be 
replaced, not merely repealed, and 
should be replaced by some other tax 
upon corporate profits. A flat addi- 
tional tax on corporate income would 
avoid determination of invested capital, 
would be simple of administration, and 
would be roughly adjusted to ability 
to pay. It is estimated that the com- 
bined yield to accrue during the tax- 
able year 1921 from a tax of this char- 
acter at the rate of 5 per cent and the 
repeal of the $2,000 exemption would 
be about $40,000,000. 


Would Reduce High Surtaxes 


2. Readjust the income-tax rates to 
a maximum combined normal tax and 
suriax of 40 per cent for the taxable 
year 1921, and of about 33 per cent 
thereafter, with a view to producing 
aggregate revenues substantially equiv- 
alent to the estimated receipts from the 
income tax under existing law. This 
readjustment is recommended not be- 
cause it will relieve the rich, but be- 
cause the higher surtax rates have 
already passed the collection point 
The higher rates constitute a bar to 
transactions involving turnovers of 
securities and property, which with 
lower surtax rates would be accom- 
plished and thus yield substantial new 
revenue to the Government. The total 
net income subject to the higher rate 
is rapidly dwindling, and funds which 
would otherwise be invested in produc- 
tive enterprise are being driven into 
fields which do not yield taxable in- 
come. The total estimated revenue 
from the surtaxes under existing law 
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is about $500,000,000 for the taxable 
year 1921. The estimated yield for 
the year from the surtax rates above 
32 per cent would be about $100,000,- 
000. The immediate loss in revenue 
that would result from the repeal of 
the higher surtax brackets would be 
relatively small, and the ultimate effect 
should be an increase in the revenues. 


“Nuisance” Taxes To Go 


5. Retain the miscellaneous specific- 
sales taxes and excise taxes, includ- 
ing the transportation tax, the tobacco 
taxes, the tax on admissions, and the 
capital-stock tax, but repeal the minor 
“nuisance” taxes, such as the taxes on 
fountain drinks, and the miscellaneous 
taxes levied under section 904 of the 
Revenue Act, which are difficult to en- 
force, relatively unproductive, and 
unnecessarily vexatious. The repeal 
of these miscellaneous special taxes 
would, it is estimated, result in a loss 
of about $50,000,000 in revenue. The 
transportation tax is objectionable and 
I wish it were possible to recommend 
its repeal, but this tax produces revenue 
in the amount of about $330,000,000 
a year, and could not safely be repealed 
or reduced unless Congress is prepared 
to provide an acceptable substitute. 
The Treasury is not prepared to recom- 
mend at this time any general sales 
tax, particularly if a general sales 
tax were designed to supersede the 
highly productive special sales taxes 
now in effect on many relatively non- 
essential articles. 


Would Hit Automobiles Harder 


4. Impose sufficient new or additional 
taxes of wide application, such as stamp 
taxes or a license on the use of auto- 
mobiles, to bring the total revenues 
from internal taxes after making the 
changes above suggested, to about 
$4,000,000,000 in the fiscal years 1922 
and 1923. The only way to escape these 
additional internal taxes to an aggre- 
gate amount of between $250,000,000 
and $350,000,000, will be to make im- 
mediate cuts in that amount in current 
expenditures. In the event that this 
should prove impossible, it might be 
feasible to provide, perhaps, as much 
as $100,000,000 or $150,000,000 of the 
necessary revenue from new duties on 
staple articles of import, and the bal- 
ance by taking more effective steps to 
realize on back taxes, surplus war sup- 
plies, and other salvageable assets of 
the Government. 

5. Adopt necessary administrative 
amendments to the Revenue Act in 
order to simplify its administration 
and make it possible among other 
things for the Commissioner of Internal 
Revenue, with the approval of the 
Secretary of the Treasury and the con- 
sent of the taxpayer, to make a final 
determination and settlement of taxes. 
In this connection, it would be well, 
in the interest of fairness and in order 
to simplify the administrative problem, 
to provide under proper safeguards 
for carrying forward net losses of one 
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year as a deduction from the income of 
succeeding years. 
No Relief For Hardware Side 


It will be disappointing to the hard- 
ware trade to know that the Secretary 
proposes to retain the “miscellaneous 
specific sales taxes and excise taxes,” 
and would repeal only the minor 
“nuisance” taxes, such as the impost 
on fountain drinks and the “miscel- 
laneous taxes” levied under section 904 
of the Revenue Act. In other words, 
the Secretary would leave in force the 
taxes on automobiles and parts thereof, 
musical instruments, sporting goods, 
cameras, firearms and ammunition, 
hunting knives, portable electric fans, 
thermos bottles, etc. 

These sales taxes and excise taxes 
are about as difficult to collect as those 
which Mr. Mellon includes in his cate- 
gory of nuisance taxes, but they un- 
doubtedly produce more money, and 
that is the controlling consideration of 
the guardian of the Treasury in times 
like these. 

Senator Smoot, champion of the sales 
tax, appears no whit discouraged by 
Secretary Mellon’s attitude towards his 
pet project. It is pretty hard to dis- 
courage Smoot about anything, which 
appears to be the reason why he so 
frequently wins out when it comes to 
Congressional support for his projects. 

Keep your eye on Smoot, all you 
who favor a sales tax of any kind as a 
substitute for the unfair excise and 
consumption taxes levied by the War 
Revenue Act. 


Lines 


Business Recovery Is Slow 


Complete business recovery is prov- 
ing to be slower than was predicted by 
many observers at the close of the year 
1920, according to a review of the 
Federal Reserve Board for the month 
of April. The expectations of many 
that the spring of 1921 would see 
economic and business readjustment 
fairly completed have not been realized. 

The month of April has, however, 
given evidence of the development of 
an improved feeling in many sections 
of the country with regard to the busi- 
ness situation and outlook. While there 
is still much uncertainty as to when 
the readjustment now in process may 
be expected to reach its end, and while 
the business situation in some sections 
of the country and in some fields of 
industry is still beset with difficulties, 
some of the recent factors of uncer- 
tainty are either being eliminated or 
are of diminishing importance. More- 
over, increasing appreciation of the 
nature of the readjustment process in 
business circles and in the community 
at large is focussing attention upon the 
factors that are delaying business re- 
covery and is promoting discussion 
with a view to removing obtacles and 
expediting recovery. 


Situation Pivots On Prices 


The point upon which the business 
situation has pivoted since the reces- 
sion movement began last autumn has 


been prices. The fall of wholesale 
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prices, which has been continuous and 
at times precipitate in recent months 
(especially for the agricultural-raw 
materials group), appears to be in 
process of arrest. At any rate, many 
wholesale prices have shown a greater 
degree of stability during the month 
of April. ‘ 

Prices of many basic commodities 
have shown, both by general index 
numbers and by reports from the 
several Federal Reserve Districts, less 
sensitiveness than during the preced- 
ing month. This fact is being recog- 
nized by buyers, who are showing an 
increasing disposition to regard present 
price levels as a satisfactory basis for 
dealings. 


Wage Readjustment Irregular 


Wage employment conditions were 
recently made the subject of a special 
inquiry by the Federal Reserve Board. 
While the inquiry shows that labor is 
participating in the process of read- 
justment, the participation has been 
uneven as between different sections 
of the country, as between different 
lines of industry, and as between dif- 
ferent groups of labor. Wage read- 
justment has been greater among un- 
skilled workers and those not possessed 
of a strong trade organization, and es- 
pecially in sections of the country 
whose industries have felt in a pecu- 
liarly high degree the effecis of re- 
adjustment. 

The outstanding event during April 
in the iron and steel industry was the 
reduction by the United States Steel 
Corporation on April 12 of its sched- 
ule of prices on various standard 
products to figures 6 to 15 per cent 
below the prices of the Industrial 
Board. Prior to that cut, several of the 
larger independent producers announced 
advances of $2 per ton on bars, plates 
and structural steel shapes, while sub- 
sequently further reductions were an- 
nounced by Steel Corporation mills. 
Prices of the two groups of producers 
are now in general at the same levels. 

The exact influence which these price 
changes will exert is at yet uncertain. 
It is stated from Federal Reserve Dis- 
trict No. 4 (Cleveland) that “a drag- 
ging market in general has continued.” 

New Buying In Steel Is Noted 

Some betterment in that district, 
however, has been reported with re- 
spect to the automobile and building 
industries. Suspension of orders for 
steel with the mills has been lifted 
in an increasing way by the former 
industry, and some new buying has also 
resulted. 

The demand is stated from [istrict 
No. 3 (Philadelphia), however, to have 
been far below expectations, and the 
total consumption of automobile and 
truck manufacturers is given as only 
5 per cent of the total product of the 
iron and steel industry. This district 
also reports little demand from the 
building industry. 

It is stated in the 

(Continued on page 106) 


various reports 
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Open Season for Oil Stove Publicity —Good Spring “Cl ‘an-up” 
Ad—Inaugurating the Screen Campaign—Other Seasonal Ad Ideas 


Warm Weather Is Coming! 


No. 1 (2 cols. x 7% in.) 

The oil stove is a favorite with 
American housewives and this is the 
season when oil stoves are being 
thought of and purchased. We have 
noticed an influx of oil stove publicity 
which shows the hardware dealer is 
right on the job. 

Here is a particularly good one from 
E. Hackley, Earl Park, Ind. The cut 
is well drawn, the contrast between the 
figure and the stove making it stand 
out to great advantage. This simple 
treatment also shows the stove very 
much in detail. 

The copy is likewise well handled 
and the concluding paragraph in the 
form of an invitation will doubtless 
draw a fair percentage of customers 
in the store to see just how the oil 
stove works. 


Good Roller Skate Ad 


No. 2 (2 cols. x 5 in.) 

Take a look at this King-Hipskind 
ad (Wabash, Ind.) and you will see 
how effectively you can use the up-to- 
date cuts furnished by hardware manu- 
facturers. 

Assisting the cut is an unusually at- 
tractive set-up. We wish you to note 
the paragraph initials and the two 
sizes of text type. Also note that the 
same style of display type has been 
used for heading, initials and firm 
name. 

This is the first ad using paragraph 
initials in small space that we have 
run across for some time. When you 
have three to four inches of text mat- 
ter, break it up into two or three para- 
graphs and then make use of the ini- 
tials. You’ll find it will make a great 
improvement in the appearance of your 
advertising. 


Making Housecleaning Easy 


No. 3 (2 cols. x 5 in.) 
The King-Hipskind Co., Wabash, Ind. 


3rightening Up is well 
worth reading. There is a big thought 
behind this announcement and when 
you glimpse the line of house cleaning 
aids featured in connection with the 
talk, you’ll realize there’s considerable 
profit in the sale of such items espe- 


ad. on Spring 





A Reputation Built On Quality 


CLARK JEWEL OIL STOVES are famous because they are good 
looking and good working stoves. 

They are constructed of the best material—made by workmen 
long experienced in the manufacturing of stoves of high quality. 

The High Speed burners on Clark Jewel oil stoves give an even, 
clean heat with low fuel consumption. 


Clark Jewel oil stoves are high-quality stoves throughout. We 
are prepared to demonstrate this beyond question. 


E. Hackley, Earl Park 














The oil stove season approaches 


cially where they are linked up with 
one another. 

This ad shows an attractive ready- 
made cut. Get in a fresh supply of 
these electros from your manufac- 
turers. It only takes a minute or two 
to write for them and a new lot of cuts 
will “tone” up your publicity wonder- 
fully. 

The ad is nicely balanced and there- 
fore easy to read. Note the position of 
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the listed items and how the white 
margin all around the ad sets off the 
type and cut. 


An Enterprising Store Paper 


No. 4 (8 in. x 11 in.) 

Reproduced herewith is a page from 
the current issue of “Larrabee’s Hard- 
ware News” published monthly by John 
E. Larrabee Co., Inc., Amsterdam, 
N. Y., and edited by Harry Billington. 

As will be seen, Hardware News is 
a live merchandising paper with plenty 
of items, cuts and prices. It also is 
very well edited 4n the matter of gen- 
eral items such as humor, local news, 
and comment. 

In going over this paper carefully, 
there is one thing which we believe 
can be greatly improved. The title cut 
of the paper is evidently a reproduc- 
tion of the firm’s letter paper. It is a 
lithograph and does not show up well 
and furthermore the title of the paper 
is “Hardware News.” We suggest an 
attractive lettering and design for the 
paper’s name and underneath this, if 
desired, the firm name and address. 

Note on the page shown the panel 
relating to the telephone which we 
think is very good. Note also the use 
of cuts from a hardware service firm. 
Such cuts are invaluable in editing 
store papers. Also the use of ready- 
made ads such as the one on ash barrel 
trucks. 

One of the features of the April 
issue was a complete presentation of 
the firm’s personnel including E. 
Warner Leavenworth, Treas. and Mgr. 
and the office consisting of Messrs. 
Billington, Fritcher, Judd and Misses 
Vossler, Tierney, Kavanagh, Kniskern 
and Frisch; the Mill Supply Dept. with 
Messrs. Wendell, Lyke, Luke, Conrad, 
Wiese, Putnam; the general Hardware 
Dept. with Messrs. Kimball, Larrabee, 
De Groff, Frasier, Mojecicki and Pincha- 
and the Receiving and Delivery 
with Messrs. Boice, Lewis, 


tore 
Depts. 
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Bradt, Blood, Krown and Greglis. A 
photo of the store was also shown. 
Several store papers to date have 
shown photos of the firm personnel and 
we think it a fine idea. 


Screen Time 


No. 5 (1 col. x 10 in.) 

Wickwire Screens are the subject of 
this Jones ad (Peru, Ind.) and a timely 
subject it is. Screens are now occupy- 
ing the attention of home owners. Old 
screens are wearing out and are being 
replaced and the advent of warm 
weather will lend impetus to this work. 

The Jones ad covers the subject 
thoroughly and makes a point of telling 
the home owner that black wire screen 
cloth will last for years if properly 
painted and also suggests the kind of 
paint so the ad has a chance to sell 
even if screens are not replaced. 


Publicity Items 


The Perth Amboy Hardware Co., 
Perth Amboy, N. J., sent us a fine page 
Anniversary Sale ad. The firm started 
in 1909 says President I. T. Madsen in 
the opening talk and the clerk, errand 
boy and cashier of that year are now 
the secretary, S. G. Levine, the Asst. 
Secretary, R. D. Howell and office man- 
ager, Miss A. C. Manke. The ad lists 
a wealth of items, is well laid out and 
a credit to the store. <A special cut 
was used for the heading. Such an ad 
will inspire confidence in the firm’s 
clientele. 

The Stutzman Hardware Co., Buda, 
Ill., sent us a circular which was used 
recently and want criticism on copy and 
general plan. The ad features a 3-day 
Anniversary sale and is well arranged 
in our opinion, the cuts and type mat- 
ter being in balanced form. The open- 
ing talk is snappy. There are plenty 
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of prices. The keynote is “back to 
normal.” The idea is a 16 per cent 
reduction to celebrate the firm’s 16th 
Anniversary. We should think the 
circular a good “puller.” 


Banister & Pollard Co., Newark, N. J., 
sent us a smashing 3-page newspaper 
ad embodying many unique features. 
On page 1, a cut of the store was 
shown with a heading “HARDWARE” 
made up of different tools. On the 
other pages small panels were devoted 
to representative lines handled by the 
firm. Good copy and cuts presented 
each line. The complete ad made a 
very impressive announcement and ac- 
quainted the Newark public with the 
great stocks carried by the firm. 


The William H. Fox Co., Cincinnati, 
sent us the current issue of “Store 
News” and a snappy store paper this 
is. Use is made of cuts furnished by 
a hardware cut service. These cuts 
snap up the appearance of the paper 
a great deal. A page from this paper 
will be shown later. 


J. G. Smyth & Co., Uvalde, Tex., 
sent us a copy of its store paper, “Store 
News.” The subscription rate is “Your 
Good-will.” The ad rate is: “A fair 
portion of your business.” The paper 
is well edited and a fitting ambassador 
for the Smyth Co. A column of want 
ads is carried. in each issue. The idea 
seems to have made a hit with local 
readers. 


Brown’s Hardware Shop, Philadel- 
phia, Penn., sent us a lc. mail folder 
listing Spring needfuls in the hardware 
line. We think this folder well gotten 
up and a good investment for a firm 
which wishes to enlarge its territory. 
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The folder carries a first-rate talk on 
“service.” 

The Hull Hardware & Plumbing (o., 
Danbury, Conn., through President T, 
Clark Hull, write us that they were 
pleased with our recent article in this 
department concerning its Anniversary 
Advertising Campaign. Mr. Hull sent 
us a clipping from the Danbury Even- 
ing News commenting upon the notice 
in HARDWARE AGE, as well as repro- 
ducing it. The unique Hull campaign 
was described in our issue of March 
24th. 


The Allith-Prouty Co., Danville, IIl., 
manufacturers of hardware specialties 
sent us copies of “The Allith Bulletin” 
a wekly paper issued by the firm and 
edited by Joseph A. Jenkins. The 
Bulletin is about the size of the larger 
store papers and is chock full of trade 
notes, local gossip, timely quotations, . 
humor and references to Allith-Prouty 
products. Manufacturers, like retailers, 
find need of a paper to represent them- 
selves. 


The Matt Sproul Co., Sparta, IIL, 
sent us a copy of “NOT ALL HOT 
AIR” which is the unusual title of the 
firm’s store paper. There is plenty of 
“pep” in the 8 pages of this paper 
which is of small size (6 in. x 9 in.) and 
we look for it to improve right along. 
One criticism we have—the firm name 
is not used enough after the first page. 


The Sinclair Hardware Co., Medford, 
Mass., sent us one of the best and big- 
gest circulars we have seen for some 
time. The exact dimensions of this 
mammoth sheet are 21 in. x 30 in. 
which is “some spread.” A spring sale 
is featured and 54 cuts are used. Hun- 
dreds of items are listed. The copy is 





Brighten Up You 
This Spring CS 





Clean and sanitary rooms 
this spring mean health and 
happiness to your family. 


No more drudgery in 
spring housecleaning if you 
have the right kind of labor- 
saving appliance. Take: ad- 
vantage of our special val- 
sais House 

Paint up during house- 
cleaning time. A coat of 
paint makes an old chair look 
like new. Varnish improves 
linoleum. 


Dry 


Many things to make your 
housework lighter. 


Step 





Vacuum Cleaners 
Carpet Sweepers 


Galvanized Pails 
Mop Wringers 


Scrub Brushes 


Paints and Varnishes 


KING-HIPSKIND CO. 


= 
r Home 


Cleaning Aids 


Mops 


fastened. 
Ladders 








Healthful Sport for Boys and Girls 


grins skating makes sturdy children. 
healthful exercise—wonderful sport. 


FOR smooth, fast, easy rolling, select Winchester 
Roller Skates. Strongly made of special steel 

light weight and durable. Ball bearings run smoothly. 
Quickly and easily adjusted to the shoes and securely 


OLLER skating time is here. r 
selves on Winchester Roller Skates this spring, 
full line of boys’ and girls’ roller skates—also roller skates 

for men and women. 


KING-HIPSKIND CO. “a 


It’s safe, 


Let your children enjoy them 
We have a 








=e 





Aids for making housework easy 


This ad will sell roller skates 
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well written in every panel and this 
circular must have proven a wonderful 
business getter. 


The Mitchell Hardware Co., Ashta- 
bula, Ohio, sent us the Mitchell 10-page 
hardware supplement from the Ashta- 
bula Star-Beacon of April 19, 1921, 
one of the most imposing hardware ads 
we have ever seen. Special panels from 
this supplement will be reproduced 


The best way not to be 
bothered with flies is to be 
forehanded and_ re-wire 
your screen doors, win- 
dows and porches before 
the pesky fly picks out 
your home as his residence. 

Our WICKWIRE, “black, 
and pearl, bright screen 
wire are the two leading 
makes of screen cloth. We 

ave both varieties on a 
fair and square price basis, 
and having practically 
évery width,-you are to be 
well taken care- of at_ our 
store. 

Black screen cloth if kept 
properly painted, will last 
for years. .We’ve some in 
use Over seven years. Paint 
did it. Paint adds years to 
screen wire and thereby 
makes you.moriey. Ask us- 
for SCREEN PAINT, 
either black of green. 

Get your WINDOW 
SCREENS.in and SCREEN 
DOORS ‘up—the fly will 
have to find another home. 
You know the quality of 
eur doors -and . adjustable 
seveens. We have them 
ready for you. 


MAIN 154. 


JONES 


HARDWARE 


The WINCHESTER Store 
PERU FULTON 
EXICO i 


Getting after the screen trade 
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_Larrabee’s Hardware News 


PUBLISHED MONTHLY BY 
JOHN E. LARRABEE CO., Inc. 
HEAVY AND SHELF HARDWARE 
TOOLS AND MILL SUPPLIES 
E. W. Leavenworth, Treas. and Mgr. 
Band 5 Market Street Amsterdam, NY. 
PHONE 1600 


This store paper is issued in the in- 
terests of our customers. its aim are: 
To acquaint our friends with the things 
that are happening locally; to supply in- 


@SIN THE FIELD 


No matter how 


don’t have to worry 
about your shells 
if they're Peters— 
the “Watertite” 
shells. Some exclusive P Brand features 
are “Watertite’—with emphasis on the 
“tight”; “Steel where steel belongs,”— 
the stee! built head that really protects; 
the elastic, resilient P made felt wads; 
and the surefire primer. Game simply 
can’t get away from such a combination. 


Sturdy Step Ladders 


These ladders are firm 
and solid—constructed 
of well seasoned wood 
—strongly braced and 
can be had in ail 
heights. 

An indispensible ar- 
ticle around the home 


Prices: 60c, 70c, 90c 
a foot 


teresting news of our merchandise; to 
furnish helpful information of various 
sorts; and to be absolutely truthful in 
every statement it makes regarding the 
above matters. 

Copies of Larrabee’s Hardware News 
will be sent FREE anywhere upon re- 
quest. if your copy doesn’t reach you 
regularly, please advise us promptly. 





Harry Billington Editor 


Monthly Circulation -------3,000 00 Copies 
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Beccousna ah 1921 


OUR 
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NUMBER 





VETERS HIGH GUN 


Trout Season One Apt 2 
inact ine ot FISHING TACKLE 


See Our Complete and At a3 ouume * 
a , SS” 
THE PIONEER COASTER 
What young, up-to-date American boy 
or girl who is not interested In such a 
sturdy, smooth-running coaster-wagon as 
the PIONEER?” Think of the fun 
you have when on a warm summer's day 
you coast down a sharp descent against 
the wind in a wagon easy to control, and 
made for good usage. 
But, let us view it with a commercial 


sense. Think of the errands you can 


run with it, and the easy way to earn 

spending money, when equipped with a 

PIONEER COASTER 
Size No. 1, $8.00 


Size No. 3, $9.50 





1600 


ae 2 Bho ag HARDWARE 
iTS TO US 

When you are ca to make a trip 
to the store for hardware, just pick 
up the receiver and ask central for 
1600. We will see that you get what 
you want, and the same careful at- 
tention and prompt service that you 
receive in the store will be given to 
each and every order. Goods can be 
returned if not entire'y satisfactory. 











Money Is like blood. It was meant to cir- 
culate. 

He le blessed whe gives, but he Is twice 
blessed who forgives. 


“Do all the good you can to all the people 
you can as — as ever you can in every 
place you can. the har 

he most feectnatns game in the world I 
fe. ia the pastime of eart! 
the winners Gunes 
Paeuite the Golden Rule 


No matter how yon try to analyze Pros- 
, the test will alw: 
@ basic amen. 
you may sry yin ite pla 
always ad uneaticfactory and ofte 
Gissctrous. 


a work Is ‘ye or rar as we 
it, To a 2 hele. 
hearted interest In our job ‘take 
out of ile and makes toll ry producaive 
pleasu 


Weather forcasts for Ng Predict Mer 
conditions are ripe for a bumper cro 

. it le estimated that the tines, 

birds that sing” and — beautiful spring.” 





bryonic versifiers. 


Stop lifting heavy, back- 
poy ash cans and put 
work on the 


‘a 
[little Ash Mar aap 
vice=both in “Duity. ‘and ‘tasting 
co— w 

Ash Barrel Truck wuaiey: - 

“The Easy Way for Ash Day’ 
Enables you to pull the heaviest 
ash can up stairways with ease. 
Rolls lightly on level surfaces. 
NO LIFTING—NO DUST 
Saves your clothes as well as your 

ack. Practically indestructible. 
Made of weatherproofed steel. 


Price, $4.50 


Sprin 
Pastel 





NDY ANDY SAYS 
Spring Housecleaning has no ter 
who Is equipped 


vacuum cleaner — carpet. Lo 





all the other necessary articles wit 
make the housewife’s cleaning w 
easier and enable her to do it quick- 


Vl be glad to show you the latest 
and best tools for housecieaning time 
and you'll find our prices reasonable 
—as usual 

Dust Pans 20c, 25¢, 40 
Scrub Brushes 25c, 30c, 35c 
Galvanized Pails ag to 99 
Window Cleaners 
Mops _ 
Mop Wringers - 
Brooms 
Window Brushes 
Step-Ladders $2.40 and up 
Eureka Vacuum Cleaners with all 

y, attachments, $53.50 

MANY OTHER USEFUL ARTICLES 














wit be written by more than 10,000 . 
* 











A carefully edited store papér 


later. The supplement starts out with 
a description of the firm and its his- 
tory together with photos of President 
Gordon J. Mitchell and Treas. Donald 
W. Mitchell, Charles L. Burkhardt, 
sporting goods, Harry Stewart, head 
salesman, and Paul Stewart, paints. 
Announcements of leading firms repre- 
sented by the Mitchell Co. appeared in 
the supplement. The thought, care and 
planning reeded to get out this im- 
mense piece of publicity must have 
been tremendous but the result has 
justified the effort. 


Auto Records Broken 


Production, sales, export and regis- 
tration records were all broken during 
1920 in the automobile industry, ac- 
cording to statistics issued recently by 
the National Automobile Chamber of 
Commerce in its 1921 edition of “Facts 
and Figures.” The continually increas- 
ing use of cars and trucks as economic 


transport units on the farm and in in- 
dustry generally are believed to be the 
leading reasons for the increased busi- 
ness of the automobile industry during 
the past year 

“The motor car has become an in- 
dispensable instrument in our political, 
social and industrial life,” said Presi- 
dent Harding in his first message to 
Congress on April 12. This statement, 
which appears on the cover of the an- 
nual review of the industry, is the key- 
note of the 1921 edition, supported by 
many pages of research on the use of 
the car in many avenues of business. 
Three million motor vehicles are used 
by farmers, 100,000 by doctors, 30,000 
are used by state governments, 10,000 
by municipalities, 12,000 by rural 
schools, 4,000 by packing houses, sev- 
eral thousand by the Postoffice De- 
partment and thousands more by tele- 
phone companies, salesmen, bus lines 
and other commercial and professional 
activities. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Otfice of HARDWARE AGB, 
410 Unity Building, 
Boston, May 7, 1921. 

ITTLE change is noted in general 

eonditions governing the New Eng- 
land shelf hardware market. Weather 
conditions have been more favorable of 
late for the movement of stock out of 
retail hands, yet not sufficiently so to 
be noticeable in the aggregate volume 
of business booked by the jobbing firms. 
As contrasted with a month ago, day 
to day sales from the dollar standpoint 
are running slightly behind, and the 
same is true when comparisons are 
made with last year’s figures, but the 
difference is remarkably small. When, 
however, one contrasts this year’s and 
last year’s business from the angle of 
the actual amount of goods changing 
hands, there is a decided advantage to- 
day. The fact that manufacturers and 
jobbing house prices are continually 
working downward accounts for the 
showing of dollars notwithstanding the 
larger movement of merchandise. 

Heavy hardware firms report almost 
no improvement in business and most 
of them are not especially optimistic 
over the outlook for this summer. 
They are reasonably certain, however, 
that business this fall will be favorable. 
In the meantime they are putting their 
houses in order as much as possible, 
preparing for whatever may turn up. 
Mill supply firms report business in 
April as smaller than it was in March. 
They also are not inclined to anticipate 
much increase in business until fall, at 
least, the summer usually being a quiet 
period with them. 

Retail houses often comment on the 
number of wholesale representatives 
calling on them each week. Most of 
them are under the impression they 
are being rushed harder than ever. 
Such unquestionably is true. The 
hardware jobbing houses of the coun- 
try for the first time in several years 
are in a position to analyze their sales. 
They are able to better study the turn- 
over of their stock, the possible needs 
of customers, the possibility of supply- 
ing those needs, the ability of salesmen 
and many other things. Sales confer- 
ences between jobbing house owners and 
salesmen representing them mean more 
than they have before in many months. 
The salesman realizes this as much as 
anybody. He realizes it is up to him 
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to hustle more; to sell more goods and 

to call on more people each day, and 

to display more enthusiasm in selling. 

The retail dealer, while perhaps he 
does not realize it, is showing more en- 
thusiasm and is selling more goods 
than his neighborhood retail merchant. 
This punch and pep seems to penetrate 
the whole New England hardware dis- 
tributing field, as is clearly indicated 
in the volume of business transpiring. 
Nobody appears to have had time to sit 
down and talk about poor business be- 
cause they have been too busy selling 
stuff. The record made by the trade 
has won the admiration of other busi- 
ness interests and bankers, and de- 
serves credit. 

Ammunition.—Based on the recent 
advance in prices named for pig lead 
by the American Smelting & Refining 
Co., and other producers, manufac- 
turers of drop shot have raised prices 
10c. per bag, and jobbing houses here 
have revised their lists accordingly. 
The advance also affects air rifle shot. 


stocks: Metallic 
cent discount, 


We quote from jobbers’ 
ammunition, 15 and 1% per 
f.o.b. Boston. Loaded shells, 15 and 1% 
per cent discount, f.o.b. Boston. Factory 
shipments on both kinds, in full cases, 18 
per cent@liscount, f.o.b. factory. 

We quote from jobbers’ stocks: Drop 
shot, smaller than B, $2.00 per bag; B and 
larger, $2.25 per bag; air rifle shot, in 
tubes, $4.10 per case. , 


Automobile Accessories.—The U. S. 
Rubber Co. has intimated to the job- 


bing trade here that a 20 per cent re-° 


duction in prices on tires will be an- 
nounced within the immediate fyture. 
Similar cuts have been made by the 
B. F. Goodrich Co., the Pennsylvania 
Rubber Co. and the Mason Tire & Rub- 
ber Co., both on cord and fiber tires 
as well as tubes. People who are 
familiar with the tire situation say that 
the production within the last two or 
three months has been heavy. These 
people believe the production will be 
materially reduced in the last half of 
1921. Manufacturers of jack chains 
have reduced prices 10 per cent. Prices 
for all other goods handled in the auto- 
mobile accessory departments of hard- 
ware stores remain unchanged. The 
demand for accessories is seasonable, 
and, due to the fact that retailers 
bought conservatively, stocks are in 
much better shape than they were six 
months ago. 

Axes.—Activity in the local market, 


96 


insofar as the jobber is concerned, con- 
tinues to center largely on surplus 
stocks bought from the Government. 
The announcement this week of a drop 
of 10 to 15 per cent in the Plumb line 
of axes and hatchets unquestionably 
will have a decided effect on the market 
for regular manufactured lines. 

We quote from jobbers’ stocks: Single 
bit axes, standard, $20 per doz. base; double 


bit axes, 25 per doz. base, without 
handles. 


Barrows.—A good demand for gar- 
den barrows continues, although the 
buying is in small lots. The aggregate 
number being shipped out weekly, how- 
ever, is very satisfactory, all things 
considered. Prices are firm and un- 
changed, and indications are they will 
continue on their present basis for some 
months at least. 

We quote from jobbers’ stocks: Garden 
barrows, standard makes, good quality, No 
%, $7.50 each; No. 5, $7.85 each; No. 4, $6.00 
from the store or $5.75 from the factory. 

Bolts and Nuts.—The market on bolts 
and nuts appears to have steadied 
down considerably during the past 
week or ten days insofar as prices are 
concerned. According to the manufac- 
turers, prices are on a basis where an 
old dollar is turned into a new dollar 
and no more, which would seem to in- 
dicate that the market will remain on 
an even keel during the next month or 
two at least, provided, of course, people 
do not move stock at the sacrifice of 
values. 

We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 50 and 5 per cent dis- 
count; larger and longer, 45 and 5 per cent 
discount; with C T D nuts, 40 per cent dis- 
count; tap bolts, list net; common carriage 
bolts, small, 40 and 5 per cent discount; 
large, 40 per cent discount; Eagle carriage 
bolts, 50 and 10 per cent discount; stove 
bolts, 70 and 10 per cent discount; bolt 
ends, 45 per cent discount; tire bolts, 69 
per cent discount. _ ; 

Nuts, H P square, blanks, $2.25 off; 
tapped, $2 off; C P C and T square, blank, 
$2 off; tapped, $1.75 off; semi-finished hexa- 
gon nuts, #;-in. and smaller, 70 per cent 
discount; larger, 65 per cent discount; fin- 
ished case hardened nuts, 60 per cent dis- 
count; machine screw nuts, iron, list; ma- 
chine screw nuts, brass, 25 per cent 
count, 

Cultivators.—Garden cultivators are 
selling quite freely at the present time. 
Heavier kinds of cultivators have en- 
joyed a large movement up until] now, 
but pressing needs appear to have been 
satisfied. The market on all makes 
and kinds is reported firm and un- 
changed. 

We 


quote from jobbers’ stocks: Mid 
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$4.20 per doz.; three-prong cultivators, $8.46 
per doz.; five-prong cultivators, $11.40 per 
doz. 


Electrical Goods.—Interest in electri- 
cal goods shows a spirited revival. 
Next to the holiday season, May and 
June are the best electrical months of 
the year, and dealers are endeavoring 
to make sales for these two months 
record breakers. As a result, jobbers 
are securing some encouraging orders. 


We quote from jobbers’ stocks: 

lrons.—Hot point, 30 per cent discount; 
Domanco, $4.25 each; Sheldon, $4.25 each; 
Universal, No. 9021, $7.50 list; No. 901, $9; 
No. 9051, $9; No. 905, $8; discount on Uni- 
versal, 30 per cent. 

Heaters.—Hot point, 30 per cent discount; 
Universal, No. 9952, Sunburst type, $12.50 
list; discount, 30 per cent. 

Percolators.—Coffee, Universal, No. 9166, 

25 each; No. 9169, $27.50 each; discount, 
30 per cent. / 

Toasters.—Universal, No. 946, $7.50 list; 
No. 945, $9 list each; discount, 30 per cent. 

Grills.—Universal, No. 984, $14 list each; 
No. 982, $13.25; discount, 30 per cent. 

Heat Pads.—Universal, No, 9940, $12.50 
list each; discount, 30 per cent. : 

Curling !rons.—Universal, with comb, No. 
99011, $7.50 list each, discount, 30 per cent. 

Ranges.—Two-burners, with quill and 
oven, No. 9688, $35 each; discount, 30 per 
cent. 

Firearms.—The Hamilton rifle people 
are bringing out a new 22-calibre re- 
peating rifle costing $9 each, which is 
attracting considerable attention in 
this market, jobbers reporting excel- 
lent sales of same. The demand for 
revolvers continues in excess of the 
supply, and manufacturers, in some 
instances, are operating fully or nearly 
so in an effort to keep up with busi- 


ness. 


Fire Extinguishers.—Further sales 
of the various kinds of fire extinguish- 
ers on the market are reported, auto- 
mobile motor and sailboat owners be- 
ing the principal buyers just now. 
Jobbers did not stock up Meavily this 
season, but they managed to fill orders 
fairly promptly. 


We quote from jobbers’ stocks: Pyrene 
fire extinguisher, $8 each; in lots of six or 
more, $7.50 each. La France, size 1, $7.50 
each; size 2, $9; size 3, $10.50. 


Hammers.—The Plumb line of ham- 
mers is slightly lower. New prices is- 
sued by this company are in keeping 
with the announcement made last week 
by the David Madole Hammer Co., 
Norwich, N. Y., of a reduction in prices, 
effective May 20. 

Hose.—Notwithstanding the heavy 
precipitation during April, local jobbers 
report that sales of rubber hose show a 
steady increase each week. The carry- 
over in retail stocks of the last season 
was remarkably small, according to the 
average report received by us, which 
explains in large part the showing of 
sales in the face of weather conditions. 
A feature of the buying, according to 
the jobbers, is the tendency of the re- 
tailer to want the best the market 
offers. The cheaper ‘lines of hose are 
not selling nearly as well as the better. 


We jobbers’ stocks: Cotton 
hose, Merritt, 5%-in., 
lengths, Commercial, 


quote from 
50-ft. lengths, 
Rubber hose, 50-ft. 
s-in., 10%c.; Leader, %-in., 11lc.; 
I12c.; Olympic (Wire wound), 5 
Good Luck, %-in., 14c.; Milo, 5%-in., 
sull Dog, -in., 18¢. per ft. 
lengths and Ye. per ft. 


Iron and Steel.—Little or no im- 
provement is noted in the demand for 
‘ron and steel, but market sentiment 
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appears to be somewhat improved, due 
no doubt to the fact that surplus stocks 
of cold rolled and soft iron and steel 
have been pretty well cleaned up. 
Local mill representatives, however, 
are still competing with the jobber for 
the consumers’ trade, and the jobbers 
naturally are not especially anxious to 
buy stock for third and fourth quarter 
delivery. Much local interest was 
evinced in the announcement of the 
United States Steel Corporation of a 
reduction of 20 per cent in wages. 
Views on the probable effect of this 
action are mixed, with perhaps a ma- 
jority of the jobbers believing prices 
for iron and steel will remain on an 
even keel for some: time. 

We quote from jobbers’ stocks: 

lron.—Refined, $3.18 per 100 Ib. base: % 
and 5/16-in. round and square, $5; best 
refined iron, $5; Wayne iron, $8.50; Nor- 
way iron, rounds, 4-in. to 2%4-in., 8c. net; 
all other sizes, 10c. base. 

Steel.—Soft steel bars, $3.18 per 100 Ib. 
base; flats, $4.18 to $4.28; concrete bars, 
plain, $3.18; twisted $3.45%: angles, chan- 
nels and beams, $3.18 to $3.28; tire steel, 
$4.25 to $4.75; open-hearth spring steel, 
$5.50; crucible spring steel, $11.50: steel 
bands, $3.83 to $4.48; steel hoops, $4.38; cold 
rolled steel, $4.65 to $5.15; toe ealk steel, 
5.25. 

Quality differentials, lots 
of a size, 35c. per 100 Ib.; 
to 1999 lb. of a size, 15c. 

Lawn Mowers.—While the _ recent 
weather has been detrimental to the 
sale of some lines of hardware, it has 
forced the growth of grass materially, 
which fact has resulted in a good de- 
mand for all kinds and makes of lawn 
mowers. The recent flurry in prices 
seems to have passed off without af- 
fecting the market noticeably, and 
general opinion now seems to be that 
quotations will remain on an even keel 
the balance of the season. 

We quote from jobbers’ stocks: 
grade lawn mowers, 14-in., $7 each; 
$7.35; medium grade, ball bearing, 
; each; 18-in., $10.45; better 
ball bearing, 5 blade, 14-in., $17.05; 
$18.15; 18-in., $19.25; 20-in., $20.35. 

Nails.—A further contraction in the 
local supply of wire nails is noted, and 
those jobbing interests who were sell- 
ing stock on a $4.10 per keg basis have 
now raised their prices to $4.35 with 
the majority. The threatened scarcity 
of stock is due to the fact that mills 
are running interruptediy. Jobbers 
who had car lots promised them last 
and this week have failed to receive 
the nails, because the mills were closed. 
The demand for wire and cut nails is 
remarkably good in view of the build- 
ing situation. 

We 
nails, 
f.o.b. 


under 1000 Ib. 
lots of 1000 Ib. 


Low- 
16-in., 
16-in., 

grades, 
16-in., 


quote from jobbers’ stocks: Wire 
per keg, from the store, $4.35 base, 
Boston; coated wire nails, $5 per keg, 
base; cut nails, $7 per keg, base, with the 
Tremont schedule of extra; galvanized cut 
nails, $9.30 per keg, base. 


Padlocks.—The Eagle padlock inter- 
ests have issued a new list which shows 
a decline of 10 to 15 per cent on mis- 
cellaneous numbers. 

Paints.—Prices for gilding, bronze 
and similar paints are unsettled and 
generally lower. Those on house paints 
are steady, due to an improvement in 
the demand for stock. It is interest- 
ing to note that the painters’ union in 
a central western Massachusetts town 
have voted voluntarily to accept a re- 
duction of 20 per cent in wages, or 
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from $1 to 80c. per hour. The master 
painters have agreed to cut their rate 
of charge from $1.25 to $1 per hour. 
Similar action has been taken in a few 
other sections of New England, with 
the result of increased consumption of 
paint. 


Rules.—Jobbers report the demand 
for rules of all kinds as fairly good. 
Stocks are far from excessive either 
in retail or wholesale hands, prices are 
very steady, and the market apparently 
in a healthy condition. 

Russell & Erwin Goods.—The Russell 
& Erwin Mfg. Co., New Britain, Conn., 
adjusters, balls, bars, ete., has issued 
a new list and discount dated April 30. 


Seeds.—Retail dealers in this sec- 
tion of the country are making prep- 
arations for a large repeat order busi- 
ness. Much of the acreage sown last 
month has been damaged by excessive 
rains, and it will be necessary for the 
amateur and professional gardener to 
make further purchases of seeds. Re- 
tail stocks, in some instances, have 
been materially reduced, and there is 
more or less hustling around in the 
wholesale market for additional sup- 
plies. 

Shoe Findings.—Due to certain con- 
ditions, it is rather difficult to quote 
reliable prices on leather cut stock and 
strips. It is safe to assume, however, 
that prices on desirable cut stock are 
not much changed from those quoted 
earlier, but the market is unsettled, due 
to the fact that a considerable quan- 
tity of off quality stock is offered. Ac- 
cording to authorities, 90 per cent of 
the leather produced in this country is 
in first hands. In other words, whole- 
sale leather and hardware jobbing and 
retail stocks are small, while those of 
the tanner are excessive. 

Taps.—Men’s light. $1.10 to $1.25 
dozen: medium light, $1.60 to $1.85: medium 
heavy, $2.15 to $2.40; heavy, $2.40 to $2.65. 
Women’s light, $1 to $1.20 per dozen, 
medium heavy, $1.25 to $1.40. Boys’ 
medium, $1.35,to $1.60; heavy, $1.75 to 
$1.90. 

Strips.—Hemlock, clean, 
lb.: branded, 35c.: oak, heavy, medium and 
light, No. 1, 50c. to 60c.; No. 2, 40c. to 45e. 

Skates.—According to official notices 
from some manufacturers of skates, a 
downward revision in prices is coming. 
Full details are lacking, and jobbing 
houses will wait for same before chang- 
ing their quotations. 

Steel Goods.—The Ames Shovel & 
Tool Co. has advanced prices on long 
D handle shovels to $1 per dozen above 
the regular D handle schedule. Other 
manufacturers’ prices are unchanged. 
The demand for steel goods of all kinds 
is satisfactory, and, in view of the fact 
that local jobbers did not stock up 
heavily, slight delays have been ex- 
perienced in filling some of the largest 
orders received, 


per 


iNe. to 45e. per 


Taper Pins.—The market on taper 
pins is about five per cent lower. For 
instance, No. 5 and smaller are now 
quoted at 55 per cent discount, whereas, 
heretofore they sold at 50 per cent, and 
the No. 6 and larger are now 40 per 
cent, whereas, they were 35. 

Taps, Dies, Screw Plates.—The S. W. 
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Card Mfg. Co. at Mansfield, Mass., has 
issued a new price list which shows a 
drop of approximately 10 per cent on 
some numbers. Quite a number of 
things, however, remain unchanged in 
price. 

Vises.—Leading manufacturers of 
pipe vises have lowered prices 10 per 
cent, — 

Wire Cloth and Netting.—Orders for 
wire cloth and netting, also for farm 
and suburban fencing, are coming in 


Office of HARDWARE AGE, 
604 Mercantile Library Building, 
Cincinnati, May 7, 1921. 

| he may seem surprising, but it is 

nevertheless true, that in many 
cases of jobbers and dealers, business 
has been better in April of this year 
than it was during the corresponding 
month last year. When it is consid- 
ered that prices are lower this year, 
it will be seen that the tonnage was 
correspondingly heavier. Most opti- 
mistic reports are being received from 
hardware dealers throughout the dis- 
trict, not the least important of these 
being that the farmer, from whom little 
was expected this year, is taking his 
usual quota of merchandise. This, of 
course, hardly applies to implements, 
but hardware dealers handling this line 
report that their sales have been very 
gratifying. 

There have been a number of price 
changes made during the past two 
weeks, but these have mostly come in 
since the first of May and are not yet 
listed as far as jobbers are concerned. 
Asked to account for the good business 
during the month, one jobber said that 
it was probably due to the fact that 
stocks had been depleted to such an 
extent that dealers simply had to re- 
plenish in order to serve their cus- 
tomers. The policy of the dealer, how- 
ever, still tends towards conservatism, 
and this policy is being encouraged as 
far as consistent. 

A gratifying feature of the month’s 
business was the return to activity of 
the automobile accessories business. 
This line had been extremely quiet for 
a period of five months, but each suc- 
ceeding week has shown improvement, 
culminating in the best month in the 
history of one large jobber. Similar 
reports are being received from dealers 
throughout the district.’ 

Another encouraging feature of the 
trade is the activity in building circles. 
For the first four months of the year, 
the value of permits issued reached the 
total of $5,000,000, as compared with 
$4,000,000 a year ago. In the month 
of April the number of permits issued 
was 1815, against 1128 last year, and 
the value $1,196,000 against $435,000. 
Building Commissioner Hauser, in his 
report on conditions, was most opti- 
mistic. He said “it is a most gratify- 
ing indication of the resumption of 
building activities, and means the end 
of the serious housing problem that 
has confronted the residents of Cin- 
cinnati.” 
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freely. In fact, the demand is heavier 
than usual this season, according to the 
jobbers. Local wholesale firms are ex- 
periencing considerable difficulty in 
securing sufficient stock to fill orders, 
and there is every indication that they 
will be unable to supply all wants this 
year. The manufacturers, in turn, are 
unable to secure the desired sizes of 
wire, which accounts, in a measure, for 
their inability to supply the jobbing 
trade. Another feature in the situation 
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Automobile Accessories.—The month 
of April was easily the best month ex- 
perienced since early last summer, and 
some jobbers report that their sales 
were the largest for any single month 
in their history. The past week has 
been a big one and the price reduc- 
tions announced on tires was about the 
one thing needed to make the accessory 
business a record one. Tires had been 
slow in moving up to this reduction, 
but results attained since the cuts went 
into effect, justify the manufacturers’ 
belief that lower prices will stimulate 
buying. However, the general line is 
moving well, and while a few price 
changes are being received from time 
to time, these are so insignificant as 
to be negligible. Jobbers quote, as the 
new prices on Republic tires: 

Size 30 x 3, smooth case, $12.50; 
squeegee case, $14.00; gray tube, $2.25; red 
tube, $2.75. Size 30 x 3%, smooth case, 
$15.55; squeegee case, $16.60; gray tube, 
$2.65; red tube, $3.25. 

Bale Ties.—Some interest is being 
shown in bale ties, but it is a little 
early for this line to be moving well. 
Some price reductions have recently 
been made, and jobbers are quoting bale 
ties at 70 and 5 off. 


Builders’ Hardware.—Continued ac- 
tivity in building circles, as evidenced 
by the Building Commissioner’s report, 
is being reflected in the hardware trade, 
where sales are considered good. A 
number of price revisions’ have been re- 
ceived, and such articles as sash locks, 
standard butts, double acting floor 
hinges, steel casement fasteners, etc., 
have been marked down approximately 
10 per cent. There is no change on 
design goods, however, the old prices 
being still in effect. 


Bolts and Nuts.—There is nothing to 
report in regard to bolts and nuts, 
other than that sales are only fair, and 
the price situation somewhat uncertain. 
Local jobbers are quoting: 


Machine bolts, small sizes, 60 and 1v 
off; larger sizes, 50 and 7% off; carriage 
bolts, small sizes, 60 off; larger sizes, 50 
and 5 off, stove bolts, 70 and 10 off; semi- 
finished nuts, small sizes, 70 off; larger 
sizes, 60 and 10 off. 


Cutlery.—Shipments of pocket knives, 
of which there had been few for many 
months past, are now coming through, 
and stocks are once more in fair shape. 
It would not be surprising, in the 
opinion of some jobbers and dealers, if 
prices were to advance in the near 
future. This industry is reported to be 
suffering keenly from foreign competi- 
tion, and manufacturers are said to be 
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is the unusually heavy demand made 
upon them by western and south-west- 
ern hardware interests. 

We quote from jobbers’ stocks: 

Wire Cloth.—Black, from the mill, $2.60 
base, f.o.b. Pittsburgh; from the sture, $2.75 
f.o.b. Boston. 

Window Netting.—Galvanized cellar win- 
dow netting, hardware grade, 12 to 24-in., 
6%c. per sq. ft.; 24 to 48-in., 6c. per sq. ft. 

Poultry Netting.—Factory shipments, 40 
per cent discount, f.o.b. Pittsburgh; from 
the store, 35 per cent discount, f.o.b. Bos- 
ton. 


taking a loss in order to hold business. 
It is expected that the new emergency 
tariff bill will contain a clause imposing 
an extra duty on cutlery, and this 
figure is estimated.variously to be 
about 20 per cent. 

Chisels—A reduction of approxi- 
mately 10 per cent is announced on 
cold chisels, and jobbers will put this 
into effect as soon as new prices are 
received. 


Chain.—Coil log chain has been re- 
duced 50c. a hundred pounds, and this 
reduction has been put into effect by 
local jobbers. 

Cotton Mops.—A reduction of ap- 
proximately 10 per cent is announced 
‘in the price of cotton mops, and job- 
bers are quoting this to the trade. 


Drills.—There is very little to report, 
only that improvement is slowly being 
shown. No price changes are reported, 
jobbers quoting: 

High speed and carbon drills, 45 and 10 
off list. 

Eaves Trough and Conductor Pipe.— 
Sales are improving steadily, and with 
fine weather from now on should record 
a further increase. A slight readjust- 
ment of prices has been made by some 
manufacturers, but on the whole the . 
changes are more in the nature of re- 
storing the balance between raw ma- 
terials and finished product. Jobbers 
are quoting: 


28-gauge, 5-in. single bead, eaves 
trough, $4.85 per 100 ft.; 28-gauge, 3-inch 
corrugated conductor pipe, $4.70 per 100 
ft.; 3-inch corrugated conductor elbows, 
$1.65 per doz. 


Files—The demand is_ improving 
slowly. Jobbers stocks are in good 
shape. No changes are reported. 


Jobbers quote all makes of files, at 50 
and 10 off. 


Garden Tools.—Cold weather of the 
past week or so has had a tendency to 
restrict the sale of garden tools, but 
dealers are well satisfied with their 
spring business. Prices are firm and 
unchanged. ; 


Garden Hose.—The demand steadily 
improves, and sales are good, consid- 
ering the weather conditions. Further 
improvement is expected when the real 
warm weather arrives. No_ price 
changes are reported, jobbers quoting 
as follows: 

Leader brand, %-in., 5-ply, 10%c. per 
%-in. same, 12%c. per ft.; red hose, 
7-ply, 15c. per ft.; %-in. same, 17c. per 

Galvanized Ware.—It is reported that 
some manufacturers have large stocks 
of galvanized ware on hand, and that 
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this is the reason prices are so com- 
plex. While there have been no fur- 
ther reductions, the price situation is 
somewhat complicated, and prices be- 
low are given as about the average of 
what jobbers are quoting: 

Galvanized pails, 10-qt., $2.50 per doz.; 
12-qt., $2.80; 14-qt., $3.20; 16-qt., $4.00. 
Gaivanized tubs, No. 0, $6.00 per doz.; 
No. 1, $7.20; No. 2, $8.40; No. 3, $9.60. 

Glass.—The glaziers’ strike is still 
on, but is not having any effect on 
sales of window glass, which continues 
very satisfactory. Stocks are in fair 
shape. No further price changes are 
expected for some time. Jobbers quote: 


Window glass, single strength A, all 
sizes, 81 per cent discount; double strength, 
all sizes, 83 per cent discount. Plate glass, 
75 and 10 per cent discount. 


Hatchets.—A reduction is announced 
in manufacturers’ lists on hatchets, but 
as new prices have not been received, 
jobbers are unable to quote. These will 
be given later on. 

Hammers.—A reduction has also been 
made in prices of hammers, but local 
jobbers have not the new lists and so 
are not aware of what the reduction 
amounts to. 


Ice Cream Freezers.—Cold weather 
may have retarded the sale of freezers 
to some extent, but dealers report a 
fair call for them. No price changes 
are reported, and jobbers continue to 
quote: 


White Mountain, 1-qt., $4.85° each; 
Arctic, 1-qt., 00 each; Blizzard, 3-qt., 
$3.90 each; Acme, 2-qt., $12 per doz.; 4-qt., 
$20 per doz. 


Lawn Mowers.—Jobbers agree that 
it is very surprising how the demand 
for lawn mowers keeps up. Dealers 
are sending in repeat orders, as their 
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UTSTANDING among the mar- 
QO ket .developments of the week 
was the announcement of the 
United States Steel Corporation of a 
20 per cent wage reduction, effective 
May 16. This is a move the hardware 
industry has waited for with a great 
deal of expectancy ever since the an- 
nouncement of reduced steel prices. 
Business men in this section believe 
more or less generally that this wage 
reduction on the part of the Steel Cor- 
poration will have a salutary and sta- 
bilizing effect upon business generally. 


Judge Gary also announced that the 
Steel Corporation management had not 
yet been able to find a practicable basis 
for the entire abandonment of the 12- 
hour day, but that it was hoped, as the 
result of continued effort in this direc- 
tion, to bring about its elimination 
within the next twelve months. 

Many of the large tire manufactur- 
ers have announced a cut of approxi- 
mately 20 per cent in tire prices. In 
the opinion of some of the local dealers 
who handle tires and automobile acces- 
Sories there is a feeling that this 20 
Per cent reduction is more than condi- 
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first stocks have already been ex- 
hausted. No price changes are ex- 
pected before the fall. Jobbers quote: 

Common lawn mowers, 12-in., $6.00 each; 
14-in., $6.25 each; 16-in., $6.50 _each, 
medium grade ball bearing, 14-in., $9.50 
each; 16-in., $9.75 each; 18-in., $10 each; 
high grade ball bearing, 16-in., $14.25 
each; 18-in., $14.75 each; 20-in., $15.25 
each, 

Nails.—Opinion is general that there 
must soon be a readjustment upwards 
in the local price of nails. With the 
mill price of $3.25 per keg, and a 
freight rate of 33c. per 100 lbs. from 
Pittsburg, it will be seen that only a 
very small margin per hundred pounds 
remains for handling charges, out of 
which the jobber is to take a profit. 
The market for nails at present is 
rather quiet. Jobbers are quoting: 

Wire nails. $3.60 to 
cut nails, $6.00 per keg base; 
coated nails, $3.20 per keg base. 

Refrigerators.—Sales to date have 
been fair, cold weather having a de- 
pressing effect. Stocks are in good 
shape, but prices are inclined to be a 
trifle weak. Jobbers however, have 
not changed quotations, the weakness 
developing in the hands of some deal- 
ers who are forced to meet “sale” 
prices established by sellers outside the 
hardware field.« 


$3.75 per keg, base: 
cement 


Skates.—New prices on Winslow ice 
skates are expected to be issued early 
next week. These it is said, will show 
a slight reduction. 


Shot.—An advance of 10c. a bag has 
been made in prices of drop shot. Air 
rifle shot is now quoted by jobbers at 
$2.10 a bag. 


Sporting Goods.—The demand for 
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tions in the tire industry warrant at the 
present time. 

No improvement has yet been effected 
in the copper market. It has been 
estimated by authorities that it will take 
between six and seven months to ex- 
haust the surplus of copper in this 
country, which is said to amount to 
something like 1,000,000,000 Ib. 

The American Railway Association 
reports on car loadings state that dur- 
ing the week which ended April 23 the 
total number of freight cars loaded was 
704,527, an increase of 631 cars over 
the total for the previous week. 

Local jobbers announced the follow- 
ing important price changes during the 
past week: 

Hatchets have been reduced approxi- 
mately 15 per cent. 

Twisted chain has been reduced about 
10 per cent. 

“Perfect Handle” screw drivers have 
been reduced about 5 per cent. 


Carpenters’ pincers have been marked 
down in the neighborhood of 10 per cent. 

Gasoline torches were advanced ap- 
proximately 10 per cent. 

Taps, dies and screw plates have been 
reduced from about 121% to 20 per cent. 

Automobile Accessories.—Business in 
accessories, particularly automobile 
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sporting goods is not yet satisfied, and 
dealers report the sales as still very 
fair. Baseball goods and fishing tackle 
are prominent among the best sellers. 


Screws.—The demand is fair to mid- 

dling, according to jobbers. No 
changes are reported. 
: Jobbers quote: Machine screws, all sizes, 
70 off; cap screws, 45 and 10 off: set 
screws, 50 and 10 off; coach screws, 60 
and 10 off; lag screws, 50 and 10 off; wood 
screws, 70 and 20 off. 

Steel Sheets —An advance of 50c. a 
hundred pounds was made in the price 
of galvanized sheets during the week, 
the former price being considerably 
lower than what mill prices would seem 
to justify. Jobbers are now quoting: 

28-gauge, black sheets, 5.50c. Ib.: 28- 
gauge, galvanized sheets, 6.50c. per Ib. 

Tieout Chains.—Tieout chains have 
been reduced another 10 per cent, fol- 
lowing a similar reduction about 6 
weeks ago. 


Wire Products.—The season is about 
over, as far as jobbers are concerned, 
as regards field fence and poultry net- 
ting. There is still a big demand for 
wire cloth, and stocks are again about 
exhausted, necessitating the placing of 
additional orders with manufacturers. 
Prices are firm at recent levels, jobbers 
quoting as follows: 


Poultry netting, galvanized before and 
after weaving, 45 per cent off; black 
painted wire cloth, 12-mesh, $2.40 per 100 
sq. ft.; 6-in., 4-pt. cattle wire, $4.05 per 
80-rod spool; No. 9 annealed wire, $3.60 
per 100 Ibs. 


Wheelbarrows.—Sales continue good, 
particularly to contractors. The lower 
price is being firmly held. 

Jobbers quote: Wood barrows, ful? 


bolted, $4.00 each; steel tray pan barrows, 
$6.00 each. 


tools, in this section, is cuntinually be- 
coming more active. Both jobbers and 
retailers report eminently satisfactory 
sales. The volume of business for ac- 
cessories generally is perhaps not as 
large, comparatively, as it was last 
year, but the number of actual orders 
that are being filled is perhaps greater, 
jobbers say. 


Bolts and Nuts.—It cannot be said 
that the slight reduction made in this 
line a few weeks ago has as yet had 
any effective influence on buying. Buy- 
ing.in this line is rather light, although 
there is a good, consistent interest being 
shown. Stocks are apparently ade- 
quate. 


Jobbers’ quotations f.o.b. New York: 

Common Carriage Bolts, % x 6 and 
smaller, 40 and 5 per cent; longer and 
thicker, 10 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 75 and 10 per cent; 
common tire bolts, 60 and 10 per cent; 
sink bolts, 70 per cent. 

Hexagon machine screws, nuts, iron, 2) 
per cent; brass, 4/32 to 8/32 in., 50 and 
10 per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; lock washers, 40 per 
cent, 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 45 per 


cent. 
Toggle bolts, steel, bright finish, 
cent. 
Iron 
rivets, 
rivets, 
rivets, 


50 per 


and 
per cent; 


rivets, 35 5 per cent; copper 
50 and 5 black tinners’ 
35 and 5 on new list; tin tinners’ 


use black list plus $7.25 per 100 Ib. 
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Builders’ Hardware.—According to 
the report to the Federal Reserve Boara 
the building of homes and apartments 
is increasing throughout the country. 
Adverse labor conditions, however, are 
affecting local building operations. Re- 
ports estimate that in New York build- 
ing this year has shown a 40 per cent 
increase. The total valuation of build- 
ing that is being done in New York City 
has been estimated at approximately 
$29,846,000. Builders’ hardware is not 
active, although a few jobbers and re- 
tailers report somewhat better condi- 
tions than existed a month ago. 

Farming Tool Handles.—Stocks are 
good, interest somewhat dull, and prices 
apparently firm. 

Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 


fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz, less 5 
per cent. 

Long handle manure fork handle, $4.40 
rer doz. plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. less 5 
per cent. 

Shank rake hoe handle, $3.40 per doz. 
plus 5 per cent. Spade handles, $7.10 per 
doz. plus 5 per cent. Malleable D spading 
fork handle, $5.75 plus 5 per cent. Wooden 


D spading fork handle, $6.90 plus 5 per 
cent. 
Farming tool handles’ generally are 


quoted in this section at discount of 5 per 
cent. Pick, sledge, hammer and hatchet 
handles are quoted discount of 5 per cent. 
Galvanized Ware.—Out-of-town busi- 
ness for galvanized sheets is reported 
to be very satisfactory. There is, how- 
ever, no city trade to speak of. Jobbers 
say that when sheet was scarce city 
trade took it all, leaving the out-of-town 
users in rather embarrassing’ straits. 
Some jobbers claim that if the iron 
market would stabilize buying would 
be materially stimulated. Galvanized 
pails and tubs are moving slowly. 
f.o.b. New York: 
No. 28 gage, $6 to 


Prices to retailers 

Galvanized sheets, 
$6.25 per 100 lb. 

Jobbers’ quotations f.o.b, New York: 

Galvanized pails, 8 qt., $2.85; 10 qt., 
$3.20; 12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. 
Prices are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.—Bad 
weather conditions have produced tem- 
porary stagnation in this line. Prices 
are unchanged and stocks ample. 


Jobbers’ quotations f.o.b. New York: 

Common brand, % in., 4 ply. 13c. per ft. 
Same, wire bound, 13%c. per ft. Good 
Luck brand, 6 ply, 14c. per foot. Bull Dog 
brand, 7™ply, 18c. per ft. 

Jobkers’ quotations f.o.b. New York: 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., 
corrugated steel drum, enameled green 
and black, capacity 100 ft. of % in. hose, 
$25.60 per doz. Metal hose reel, with 
tubular frame and tubular steel wheels, 
corrugated galvanized steel drum, enam- 
eled green, 100 ft. capacity, $51 per doz. 


Garden Tools.—Although the past 
week showed a falling off of buying in 
this line, jobbers attribute it to the 
period of rainy weather during the 
past week or ten days. Prices are firm, 
stocks fair, and deliveries are said to be 


satisfactory. 
Jobbers’ quotations f.o.b. New York: 
Spading forks, 11 in. angular tines, 
forged from crucible steel, steel cap fer- 
rules—4-tine malleable D handle, bronzed 
with strap ferrule, $12 per doz. Same, 
with wood handle, $15.50 per doz. Same, 


with wood handle and five tines, $24.20 per 
doz. 
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Weeding hook, malleable iron, tin, 
enameled wood handle, $1.20 per doz., net. 
Same, three steel tines, tin, black, enam- 
eled handle, $1.35 per doz., net. Same, 
three hand-forged steel prongs, grip han- 
dle, $4.40 per doz., net. 

Post-hole digger, blade 9 in. long, length 
5 ft., weight 10 lb., $24 per doz., net. 


Turf edger, cast steel blades, bronze 
finish shank, 4% ft. handle, socket style, 
$12.03 per doz., net. Same, shank style, 


$10.85 per doz., net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel lever and 
hardwood grip, all sizes, are being quoted 
at 20 per cent discount by local jobbers. 


Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz., net. 
Ladies’ flower trowel, heavy one-piece 


steel blade, 5 in., half polished and enam- 
eled maroon, stained handle, $1.25 per doz., 
net. 

Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz., net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half-polished, riveted shank, hard- 
wood handle, $1.75 per doz., net. Heavy 
one-piece steel, 6 in. blade, half polished, 
painted red, ebony-finished handle, $4.35 
per doz., net; 6 in. solid socket forged 
steel, full polished, grip handle, $7.51 per 
doz., net. 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., % ft. handle, blue 
finish, sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 6%, 7, 7% and 8 in., 4% ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades, 6, 6%, 7, 7% and 8 in., 4% ft. han- 
dle, gold bronze finish, $9.37 per doz. 

Grass Hooks.—Inactivity character- 
izes this line. Prices are steady and the 
supply is good. 

Jobbers’ quotations f.0b. New York: 

Grass hooks, tempered steel blade, black 
and bronze finish, $3.25 per doz. English 
grass hooks, high grade steel blade, riv- 
eted back and tang, $6.50 per doz., net. 
Same size, larger, $7.20 per doz., net. 
Tempered steel blade, ribbed back, green 
enameled finish, black enamel handle, $4.50 
per doz. Long handle grass hook, crucible 
steel blade, tempered, 13 in. long, 2% in. 
wide; steel socket, ash handle, 3% ft., $8.42 
per doz., net. 

Hose Couplings.—Little interest has 
been manifested for the past two weeks 
in this line. There was a slight flurry 
of interest a week ago, but it did not 
last. 

Jobbers’ quotations f.o.b. New York: 

Brass hose couplings, cast metal for % 


in. hose, $2 per doz., net. Same for 34 -in. 
hose $2 per doa, net. Clinching hose 
coupling, solid brass, clamps and tubes, 


one-piece, % in. hose, $2.75 per doz., net. 
Improved brass hose connections for fau- 
cets, % x ®& in., $2 per doz., net. 

Ice Cream Freezers.—There has been 
some improvement lately in the sale of 
freezers, according to the reports of 
some of the local jobbers, although the 
weather conditions of the past week 
have made store business very dull. 


Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 
qt., $13.70 apiece. 

Auto vacuum freezers are quoted at 
$3.35 apiece in the !-qt. size and the 4-qt. 
size about $6.70 apiece. y 

Prices to the retailer f.o.b. New York: 

Acme freezer, 2-qt, size, $11.50 per doz.; 
4-qt. size, $20 per doz. 

Ice Skates.—Jobbers report that a 
small amount of interest is already 
being felt in this line, although it is 
still a little early for local dealers to 
place many orders. 


Jobbers’ quotations f.o.b. New York, guar- 
anteed against decline until Feb. 1, 1922: 
Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 9lc. to $1.18. Men’s and 
boys’ all clamp hockey skates, runer cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 


skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
Women’s and children’s club skates, 
sizes 8 to 


$1.48. 


russet leather back and strap, 
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11 in., polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clamp 
hockey skates, russet leather back and 
strap, runners made of cast steel, nickel 


plated, $1.51 to $1.99. 
Lanterns.—Interest is very apathetic 

in this line. Prices are still: firm and 

jobbers’ stocks much improved. 


Jobters’ quotations f.o.b. New York: 


Hy-Lo tin lanterns, $9.50 per doz. Vic- 
tor tin lanterns, $9.50 per doz. Monarch 
tin lanterns, $9.50 per doz. Junior brass 
lanterns, $18 per doz. Blizzard tin lan- 
terns, $14.50 per doz. Buckeye dash lan- 
terns, $14.75 per doz. Roadster wagon 
lanterns, $18.50 per doz. De Lite lanterns, 
$14.50 per doz. Little Wizard lanterns, 
$11.75 per doz. Eureka driving lanterns, 
plain lens, $19 per doz. Watchmen’s mill 
lanterns, enamel finish, $25 per doz. Im- 


perial platform lanterns, $9.75 each. 

Lawn Mowers.—Not a great deal of 
business has been done during the past 
week in mowers. Prices are steady and 
stocks ample. 


Jobbers’ quotations f.o.b, New York: 


Common lawn mower, with 8-in open 
drive wheel and 4-blade cutter, 12-in 
size, $7.60 apiece Same, 14 in., $7.96 
apiece. Same, pipe ball-bearing lawn 
mower, with higher grade knife steel 
blacesS, 14 in., $10.30 apiece; 16 in., $10.70 
apiece. Higher grades ball-bearing lawn 


mowers, 14-in. size, $12 apiece. 

Grass catchers to fit mowers, from 12 to 
16 in., are sold at $14 per doz. 

Linseed Oil.—Local holders announced 
advances in the price of linseed oil the 
latter part of last week. The raw ma- 
terial market advanced, which was re- 
flected almost immediately in the price 
of oil. There is little demand for dis- 
tant contracts, but the demand for spot 
oil is increasing steadily. 

Prices to retailers f.o.b. New York: 

For car lots prices range from 64c, to 
67c. per gal. In ‘ots of less than car loads, 
but mere than 5 bbli., the range is from 


70c,. to 73c. per gal.; 5 bbl. lots, or less, 
73c. to 76c. per gal. Boiled oil is 2c. extra 


per gal. Double boiled oil is 3c. extra per 
gal. Oil in half bbl. is 5c. per gal. addi- 
tional. 


Nails.—Little change of any conse- 
quence has occurred in the local nail 
market. Prices seem to be more or less 
stabilized and stocks in this locality are 
in fairly good shape. 


Jobbers’ quotations f.o.b. New York: 

For wire nails the market price is $4 
base per keg, with 25c. extra for cartage. 
For cut nails the market price is $5.50 base 
per keg. 

Copper wire nails, 5 lb. to a_box, | 
49c. per lb.; 1% in., 48c. per Ib.; 1% in., 
2 in., 2% in., 3 in., 47c. per Ib. Copper 
cut nails, 5-lb. boxes, 1% in., 50c. per Ib.; 
2 in., 2% in. and 3 in., 49¢c. per Ib. 

Naval Stores.—Turpentine continues 
to advance. Buying is principally con- 
fined to small lots, both for turpentine 
and rosin. 


Spirits of turpentine, yard basis, 82c. 
per gal. Rosin on a basis of 280 Ib. to a 
bbl., yard basis, B grade, $5.50; D grade, 
$6.30; E grade, $6.40; F and G grade, $6.45; 
H grade, $6.50; | grade, $6.55; K grade, 
$6.60; M grade, $6.65; N grade, $6.80 and 
WW nominal. 


Pruning and Grass Shears.—The in- 
terest that seemed to be increasing the 
week before last disappeared almost 
entirely last week, probably because of 
the bad weather. Prices are firm and 
stocks good. 


Jobters’ quotations f.o.b. New York: — 

Pruning shears, cast iron, steel blades, 
coppered wire coil spring, $3.25 per. doz. 
net. California pattern, tool steel blade, 
volute tempered spring, nickel plated fin: 
ish, 6 in., $16. Same, black finish $11.58 
per doz., net. Same, 9 in., full polishee, 
$17 per doz., net. California pattern, wit 
ratchet butt, tempered steel blade volute 
spring, full nickel plated, $19 per doz. r 

Grass Shears, 5% in., steel blades, Je 
finish, polished edge, $3.40 per doz.. a 
Same, trowel shank handle, tempered, °* 
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in. blade, 
doz., net. 


Roller Skates.—Interest is mild, 
prices firm and stocks well balanced. 


green enamel finish, $4.25 per 


Jobbers’ quotations f.o.b. New 

Ioxtension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, 
clamps made of cold rolled steel, rubber 
cushioned, extension 7% to 10 in., half 
strap heel, clamp toe, plain steel roll, $2.10 
per pair. Extension ball-bearing roller 
skates for men, nickel plated, $2.65 per 
pair. Same, for women, $2.75 per pair. 


Rope and Twine.—Trading in the 
local rope market is very quiet. Prices 
are unchanged, and in the opinion of 
many holders if any change does occur 
it will be in the nature of an advance, 
because of the restricted conditions of 
the raw material market. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, 20c. per lb.; sisal, No. 1 
grade, 15c. per lb.; sisal, No. 2 grade, 13c. 
per lb.; hardware grade, manila rope, 17c. 
per Ib.; bolt rope, 24c. per Ib.; lath yarn, 
Ise. to 15c. per lb.; jute wrapping twine, 
20c. to 25e. per lb.; India hemp twine, No. 
9, lhe. to 17e. per Ib. 


Screws.—Very moderate interest is 
being shown screws at the present time. 
Prices are unchanged and stocks,are re- 
ported to be in fairly good condition. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Iron, bright, flat head, 
72% and 10 per cent; iron, bright, round 
and oval head, 70 and 10 per cent; iron, 
blued, flat head, 72% and 10 per cent; iron, 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 63% and 10 per cent: 
machine screws, iron, flat and round, 60, 10 
and 10 per cent; brass, flat and round, 60 
and 10 per cent. 


Screen Door Hardware.-—Despite the 
bad weather of the past week retailers 
have been showing this class of mer- 
chandise a good deal of interest. This 
stock is essentially seasonable. Many 
jobbers report active sales. 

New York: 


York: 


Jobbers’ quotations f.o.b. 
Sereen-door latches, steel trim, iron 
front latch, dull brass, $7.90 to $15 
per doz. sets. Window screen, corner 
brackets. iron, dark bronzed, four brackets 
to a set, $2.10 per doz. sets. Same, better 
quality, $2.90 per doz. sets. Screen-door 
eatch, cast iron, Diamond bolt, with knob 
and lever handle, reversed bevel, bent 
strike outside plate 1% x 8% in. for 
doors % to 1% in., dark bronze, with 
screws, $2.75 per doz. Same, in wrought 
steel, dull brass finish, $840 per doz. 
Bommer pattern, japanned_ screen-door 


Office of HARDWARE AGE 
1505 Otis Bldg., 
Chicago, May 5, 1921. 
De from the long-awaited drop 
in hammer and hatchet prices, 
there are no striking developments in 
the current market situation. 

Jobbers have immediately followed 
the lead of manufacturers and an- 
nounced a reduction of 15 per cent 
to 20 per cent on hammers and hatchets. 
This merchandise has resisted price re- 
adjustment much longer than the 
greater number of hardware items and 
even now some question is raised by 
the manufacturers as to the justifica- 
tion for the new price. 

Demands for spring hardware con- 
tinue, but with not quite the volume of 
two or three weeks ago, although the 
general sales total with jobbers is pleas- 


HARDWARE AGE 


hinge, steel 3 in., $2.50 per doz. pair. 
Cast iron screen-docr spring hinges, 3 in., 
japanned, $2 per doz, pair. Same, 1 to 1% 
in., double acting, $3.75 per doz. pair. 
Wire gate hook and eye are being quoted 
85 and 10 per cent off list. 

Sprayers and _  Sprinklers.—Practi- 
cally no interest was shown these arti- 
cles during the past week. Most of the 
local dealers have already received 
their orders. Stocks are fair and prices 
firm. 

Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes, 
flowers, etc., tin sprayer, 1-pt. cacpacity, $4 
per doz., net. Same, l-qt. capacity, $5.75 
per doz., net. 

Brass, l1-qt. capacity, $12.50 
net; tin with brass tank, l-qt. capacity, 
$11.50 per doz.; continuous sprayer, sheet 
tin, alleged to give uniform continuous 
spray on both strokes of the plunger, 
capacity 1 qt., $10.50 per doz. 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz., net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, mallea- 
ble iron sleds, japanned, $17.50 per doz., 
net; sprinkler, 10 in. high combination of 
vertical spray, coming from the perforated 
head, with streams thrown by the three 
arms, head, arms and upper stem brass, 
nickel plated, malleable iron sleds, ja- 
panned, $28 per doz. 

Lawn sprinkler, 24 in. high, 
and arms, malleable iron sleds, 
$27 per doz., net. ‘ 

Watering Pots.—Galvanized | 
roses, 6 qt., $9 per doz., net. Same, 8 qt., 
$10.70 per doz., net. Same, 10 qt., $12.35 
per doz., net. Same, 12 qt., $14 per doz., 
net. 

Toys.—While some of the local toy 
jobbers report good sales for outdoor 
toys, others claim that interest is only 
mildly active. Local stocks are re- 
ported to be in fairly good condition 
and prices more or less steady. 

Wire Goods.—This is one line that 
continues active in spite of bad weather. 
There are still shortages in some of the 
higher grade patterns of poultry net- 
ting and screen cloth, but local retail- 
ers do not seem to be having any great 
difficulty getting their “pick-up” orders 
filled. Prices throughout this line re- 
main consistently steady and jobbers 
report that their stocks are light. 

Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York 
stock: 2 x 2 mesh, $5.50 per 100 sq. ft.; 
2%, x 2% mesh, $5.70 per 100 sq. ft.: 3 x 3 
mesh. $5.75 per 100 sq. ft-: 4 x 4 mesh, $6 
per 100 sq. ft.: 5 x 5 mesh. $6 per 10) sq 
ft.: 6 x 6 mesh, $6.50 per 100 sq. ft.: 8 x 8 
mesh, $7 per 100 sq. ft. 


CHICAGO 


ing. One of the smaller jobbers in this 
territory thinks business has shown 
quite a decided decline for the past 
week, but blames the slowing-up onto 
the weather, which has been chilly and 
far less conducive to the movement of 
summer hardware than the balmy 
weather of April. Another jobber re- 
ports that business is holding its own 
and several retailers say they are en- 
joying entirely satisfactory sales. 

The decidedly unfavorable building 
situation in Chicago has been further 
complicated by a wider breach between 
labor and contractors. The employers 
insist on a reductién of the scale from 
$1.25 an hour to $1 an hour for skilled 
labor and $1 to 70c. an hour for com- 
mon labor, to be effective May 1. Labor 
refused to consider the new scale and it 
is estimated that $35,000,000 worth of 


per doz., 


brass head 
japanned, 


iron, zinc 
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For 50 lineal ft. rolls, add 15c. per 100 
sq. ft. 

Add %c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 Ib. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05; 
18 gage, $1.10 per stone; 19 gage, $1.20 per 
stone; 20 gage, $1.30 per stone; 24 gage, 
$1.60 per stone. Annealed galvanized iron 
wire, 12 lb. in each stone, 16 gage, $1.35 
per stone; 17 gage, $1.40 per stone; 18 
gage, $1.45 per stone; 19 gage, $1.55 per 
stone; 20 gage, $1.65 per stone; 24 gage, 
$1.85 per stone. 

Barbed wire, $7.50 per 100 Ib. for both 3 
point, 4 in. and 4 point 6 in. ribbon wire, 
100 Ib., $9.50. Twist wire, $6.10 per 100 Ib. 

Bar wire, hog No. 3, $6 per 100 lb.: cat- 
tle, No. 6. $6 per 100 lb. Copper wire, No. 
12, 38c. per Ib.; No. 14, 38c. per Ib.; No. 
16, 39c. per Ib.; No. 18, 40c. per Ib. 

Dull galvanized screen wire, 12 
$3.30 per 100 sq. ft. from New York 
13 mesh, extra heavy, $5.35 per 100 

Black screen cloth, 12 mesh, 
100 sq. ft. from New York stock. 

Poultry netting, 35 per cent 
from New York stock 


mesh, 
stock; 
sq. ft 
$2.90 per 


discount 


Wheelbarrows.—Prices were reduced 
during the past week by some of the 
local jobbers on wheelbarrows. Inter- 
est is moderately good and stocks fair. 
Prices to retailers f.o.b New York: 

Bolted canal or railroad barrels, han- 
dies and legs made of 1% in. hard maple, 
wheels 16 in. diameter, 1! in. face, length 
of hubs 6 in., .legs bolted to the handles 
and back of tray. Cross bars between legs 
are bolted to bottom of legs, making 6 
bolts in the barrel, steel or wooden wheel, 
$4.40 ea. net. 

Same type barrel, having 10 bolts with 
the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar boliteu 
to bottom of legs, and wood braces boltea 


to legs and handles, steel or wooden wheel, 
$4.70 ea. net. 


Garden barrels, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of wheel 
1 in., length of hub 12 in., height of body 
8 in.. length of body 23 in., width of body, 
handle end, 17 Iin.; width of body, wheel 
end, 12%4 in., weight 27 Ib., $5.35 ea. net. 

Garden barrel, handle length 5 ft., diam- 
eter of wheels 20 in., height of body 10 in., 
length of body 28 in., width of body, han- 
die end, 21! in.: width of body, wheel end, 
19 in., weight 50 Ib., $6.65 ea. net. 

Garden barrel, 5 ft. 3 in. length of han- 
die. diameter of wheel 20 in., height of 
body 14 in., length of body 29'4 in., width 
of body at handle end 24% in., at wheel 
end 21!4 in., weight 65 Ib., $8 ea. net. 

P..S.—Some of the local jobbers an- 
nounce that mop wringers with iron 
rolls are now selling for $26.50 per doz., 
and with wooden rolls $23.50 per doz. 
Railroad picks are being quoted at 331% 
and 5 per cent off. Contractor picks, 
33's per cent off. 


building projects have been tied up 
since Saturday, when work stopped. 
Smaller contractors are paying the 
higher scale, it is said, and considerable 
portion of the work on houses and 
apartment buildings is going forward 
without interruption. 

Collections are reported quite satis- 
factory. Some retailers note a better 
feeling among their farmer customers. 

Automobile Accessories.—The  an- 
nouncement of a 20 per cent reduction 
on tires by one large manufacturer is 
the “big news” along auto row. It is 
rumored that other makers of standard 
tires will follow suit with a similar re- 
duction. The tire industry is believed 
to be in much better shape than it was 
a few months ago. Authorities say the 
public will soon be compelled to buy 
tires in volume and that the summer 
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will be one of exceptionally large busi- 
ness. Other auto accessories are mov- 
ing slowly with prices unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
anne. Reliable Jacks, No. 46, $3 each, $34 
per doz.; De Luxe long handled standard 
jacks, $8.50 each; No. 1 standard jacks, 
$3.25 each; Twin cylinder foot pumps, $1.25 
each: Simplex jack, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
Rid-O-Skid chains, $2 to $2.65 per pair; 
inner tubes, red, 30 x 314, $2.50 each; gray 
tubes, 30 x 3%, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100. Special type, 43c. each; Mica type, 
Bethlehem spark plugs, 74c. each; Stand- 
ard porcelain Bethlehem plugs, 55c. each; 
Hercules Giant plugs, doc. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 45c. to 52c. each; 
Hel-Fi tractor plugs, 83c. A. Cc. Cico plugs, 
48c. each: Splitdorf plugs, 70c. to 78c. each; 
United plugs, junior, 40c. each; Champion 
X plugs, 50c. each; Champion O plugs, 50c. 
each; Champion Heavy Duty plugs, 57c. 
each. : . 

Axes.—The axe market is awaiting 
the new fall prices, announcement of 
which is expected about May 15. It is 
the hope of the trade that the new 
quotations will be sufficiently low to 
start active buying. The following 
prices are approximate quotations. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: ‘Standard quality black unhandled 
axes, 3 lbs. to Ibs., $17.50 base; good 
quality black unhandled axes, same weight, 
$16.50 base; handled, $3 to $6 per doz. extra 
according to grade. 7 

Alarm Clocks.—The world must still 
be short on alarm clocks, for the de- 
mand, which has been very heavy for 
the past two years, shows little signs 
of easing up. Production has been in- 
creased and orders are filled with less 
delay-than formerly, but there con- 
tinues an over demand. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Sweorienn alarm clocks, $13.08 doz; 
Sleepmeter, $16.32 doz.; Big Ben, $26 doz.; 
Baby Ben, $28 doz. A small discount is 
granted on four doz. or more orders. 


Agricultural Tool Handles.— 
ot a ee eT Gan 
straight plain, $4.70; X bent, $3.90; po 4 
bent, $5.35; 4% bent hayfork handle strap 
and ferrule, $7.80; 4% manure fork strap 
and ferrule, $7.80 doz. 

Builders’ Hardware.—Lack of exten- 
sive building continues to restrict the 
sale of builders’ hardware. Demand is 
largely for repair and alteration proj- 
ects, with some communities having a 
fair output for staples. Indications are 
fairly favorable for enlarged building 
programs in many sections in the Mid- 
dle West, but little work is actually 
under way. Material prices and de- 
creased labor costs are. favorable to 
building in sections outside of Chicago. 
Wire hat and coat hooks have just taken 
a decline of 10 per cent. Floor hinges 
are off about 10 per cent. 

Chains.—A decline of about 10 per 
cent has been announced by the jobber 
in staple coil and proof coil chains. 


We quote from jobbers’ stocks, f.o.b. Chi- 
Proof coil chains, % in., $9.50 per 
Tenso, lock link and American 
Weldless chains, 50 per cent off list; 3 ft. 
hammock chains, $3.05 doz. pairs; 6 ft. 
hammock chains, $4.55 doz. pairs; > tt. 
hammock chains, $7.20 doz. pairs; Porch 
swing chains, 5 ft.-3 ft. branch, $9.70 doz. 
sets; 5 ft.-2% ft. branch, $9.05 doz. sets. 


Clipping Machines.—Cool weather 
has slowed up business, but a fair vol- 
ume of sales is reported at prices which 
have shown no change this season. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 ball-bearing horse clip- 
per, enclosed type list, $14; top plate, $1.25; 
bottom plate, $1.75; Stewart No. 9 ball- 
bearing shearing machine list, $22; horse 
clipping attachment for shearing machine 
list, $9. Discount on all above items, 25 per 
cent. 


Cutlery. — Silverware sales have 
shown a nice spurt during the past few 
weeks. Demand for June wedding re- 
quirements has been heavy. Dealers’ 
stocks were left low after the holiday 
demand and are now being filled in to 
take care of the good business which 
starts in late May and _ continues 
through the “month of brides and 
roses.” Cutlery sales are satisfactory, 
the shortage long existing in high- 
grade pocket cutlery and kitchen cut- 
lery being still in evidence. There is a 
good demand for razors of all kinds. 
Prices show no signs of giving away. 


Eaves Trough and Conductor Pipe.— 
Ruling prices on this material are con- 
sidered low and favorable to a good 
volume of business. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage, 5-in. lap joint eaves trough, 
$5.10 per 100 ft.; 29-gage, 3-in. corrugated 
conductor pipe, $5.40 per 100 ft.; 3-in. cor- 
rugated conductor elbow, $1.90 doz. 


Flint Paper and Cloth.—Manufactur- 
ers say the expected concessions in this 
material cannot be made effective at 
this time. Sales are on a necessity 
basis. 


We auote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage lap joint, 5-in. eaves trough, 
5.10 per 100 ft.: 29-gage, 3-in. corrugated 
conductor pine, $5.40 per 100 ft.: 3-in. cor- 
rugated conductor elbows, $1.90 doz. 


Files.—Sales are of fair volume, few 
large orders being noted, but a con- 
stant demand in limited quantities 
keeps stocks moving. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: icholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
Disston files, 50-10 per cent off list; Black 
Diamond files, 50-5 per cent off list. 


Galvanized Ware.—Manufacturers in- 
sist that at present prices there is no 
profit in the business and there is a 
lack of any incentive to increase the 
output. Dealers are buying in limited 
quantities, and while stocks are known 
to be low, there are no indications of 
any pronounced revival of business. 


Glass.—Recent sharp reductions in 
glass prices have failed to bring out 
any considerable volume of business. 
No heavy demand, it is said, can be 
looked for until a real building program 
is under way. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 
per. cent off; double strength A, all sizes, 
83 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-Ib. kits, $4.75; 
commercial putty, $4:10; glaziers points 
Nos. 1, 2 and 3, one doz., 75c. : 


Hatchets.—Lower prices have been 
issued by all manufacturers and they 
average about 15 to 20 per cent under 
prior prices. This decline has been 
passed on to the retailer by the jobber 
without delay. The new prices are 
given below. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$19 per doz.; competitive grade, $13 per 
doz. and up; warranted shingling hatchets, 
$14.25 per doz.; competitive forged hatchets, 
$9.75 per doz. 


Hammers.—Substantial price reduc- 
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tions, averaging about 15 per cent have 
just been announced and made imme- 
diately effectve. A stimulating effect 
on demand is likely. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: No. 11% first quality nail hammers, 
$13.50 per doz.; competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 


Handles.—No price change is noted 
in handles, which continue to sell in fair 
volume. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.: No 1 
hatchet and hammer handles, 85c. per doz.; 
second growth hickory hatchet and hammer 
handles, $1.60 per doz. 


Hose.—Stocks are at such an ebb that 
a real hot spell would cause a serious 
shortage, it is said. No advance-stocks 
are being carried and the output is not 
large enough to build up a big reserve. 
Prices show firmness. 


We quote from jobbers’'stocks. f.o.b. Chi- 
cago: %-in. good quality moulded reel hose, 
16%c. ft.; %-in., 3-ply duck hose, good 
quality, 16c.; %-in., 4-ply duck hose, good 
quality, 18%c, ft.; %-in., 5-ply multiple 
hose, ldc. ft. 


Lanterns.—This being the off season 
no business of any consequence is being 
done in lanterns. Prices given here are 
those ruling at the close of the recent 
season. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Monarch tin lanterns, hot blast, 
$9.50 doz.; No. 2 Dietz cold blast lanterns. 
$14.50 doz.; same with large founts, $16 
doz.; best tubular lanterns, $9.50 doz.: 
Gampeticen lanterns, No. 0, tubular, $7.80 

oz. 


Ice Skates.—Ice skates show a de- 
crease of approximately.15 per cent 
from last year’s prices. The ice skate 
season is a short one, and while dealers 
did not have as long a season last year 
as usual, it is anticipated there will be 
an average demand again this year. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: en’s and ~~ key clamp rocker, 
best steel runners, bright finish, 91c. per 
pair; men’s and boys’ key clamp rocker, 
best steel runners, nickel plated finish, 
$1.18 pair; men’s and boys’ key clamp 
hockey polished cast steel runners, $1.24 
pair; children’s extension bob, 55c. pair; 
women’s and girls’ half key clamp rocker, 
$1.15 pair; women’s and girls’ half key 
hockey, $1.51 pair. 


Lawn Mowers.—Prices are firm. The 
sale of lawn mowers has been of good 
early season volume. Factories report 
enough orders to keep them busy for 
several weeks. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in. four-knife 
ball-bearing 10%-in. wheel mower, $12.60; 
16-in. fourknife ball-bearing 10%4-in, wheel, 
$10.85 each; 16-in. four-knife plain bearing 
9-in. wheel mower, $9.45 each; 16-in. three- 
knife ball-bearing 9-in. wheel mower, $9.45 
each; 16-in. three-knife plain bearing 8-in. 
wheel mower, $7.60 each. 


Nuts and Bolts.—The discount on all 
sizes of stove bolts has been increased 
from 70 per cent off to 70-10 per cent 
off. Aside from this price decline no 
changes are recorded in the nut and 
bolt market. Many concerns are said 
to be overstocked. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large sized carriage bolts, 5) per 
cent off list; small sizes, 50-5 per cent off; 
large size machine bolts, 50-10 per cent off 
list: small sizes, 60 per cent off list; all 
stove bolts, 70-10 per cent off list; all large 
screws, 50-10 per cent off list. 
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Nails.—While no long time buying is 
felt, the current sale of nails is of a 
good volume at unchanged prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4 per keg base. 

Roller Skates.—Demand may not be 
quite so heavy as it was at the start 
of the season but sales continue to be 
frequent at prices which are unmoved. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ball bearing roller skates, boys, $2.45 
pair; ball-bearing skates, girls, $2.60 per 


pair. 

Rope—Sisal fiber is reported as 
strong in the market quotations, with 
the tendency on manial prices un- 
changed, which seems to contradict the 
opinion expressed in some quarters that 
rope prices would go down soon. 


We quote from jobbers’ stocks, f.o.b. Chi- 
eago: No. 1 manila rope standard brands, 
19%c. to 20%c.; No. 2, 18%c. to 19%c.; No. 
1 sisal rope standard brands, 13%c. to 
15%c.; No. 2 sisal, 12%c. to 14%c. 


Steel Sheets.—Prices continue with- 
out change while demand is on a neces- 
sity basis. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $6.40 per 
100 lbs.; 28-gage black sheets, $5.40 per 
100 Ibs. 


Screws.—No heavy buying of screws 
is reported, dealers carrying only a re- 
quirement stock and refusing to place 
any big orders at current quotations. 


We quote from jobbers’ stocks, f.o.b. Chi- 
eago: Flat head bright screws, 7242-20 per 
cent off list; round head blued, 70-20 per 
cent off list; fiat head brass, 65-20 per cent 
off list; round head brass, 6212-20 per cent 
off list; japanned, 65-20 per cent off list. 


Solder.—There is no change in price 
since the last report; however, metal 
prices have strengthened slightly. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder, in full cased, 
21c. per Ib.; less than case lots, 23c. per lb.; 
Commercial, 1c. to 3c. per lb. lower, ac- 
cording to grade. 
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Sash Cord.—No change in price and 
manufacturers say no lower prices are 
in prospect. Demand should increase as 
the building season develops. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grade, No. 7 sash cord 
$7.50 doz. hanks; No. 8, $8.65 doz. hanks. 


Wheelbarrows.—Stocks are ample to 
meet a demand which is still somewhat 
below normal. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common Wood barrows, $3.20 each; 
contractors’ steel tray angle leg barrows, 
$7 to $9 each, according to equipment; 
angle leg garden barrows, $6 each; com- 
petitive grade garden barrows, $4.50 each; 
No. 4 tubular barrows, $6.50 to $7.50 each. 


Washing Machines.—Retail sales are 
reported good from many sources. The 
housewife is turning to the washing ma- 
chines as her best aid in spring house- 
cleaning, which is now in full swing. 
Manufacturers have felt the increased 
demand for several weeks past and job- 
bers report that sales have been good 
for some time, and now the retailer is 
enjoying a good business in washers. 
A good demand for all types’ is noted, 
the less costly hand and water power 
machines being active as well as the 
more complete electrically operated 
washers. Costs are such that price de- 
clines are said to be out of the question. 


Wire Goods.—Brisk demand for wire 
cloth and poultry netting continues, the 
policy of the dealer to carry light stocks 
in these staples compelling him to buy 
frequently. Popular widths are scarce. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire galvanized, $4.85; No. 
black annealed wire, $3.75; black painted 
wire cloth, 12 mesh, $2.50 per 100 sq. ft. 
Poultry netting, f.o.b. Chicago, no dating, 
galvanized before weaving 40-10 per cent 
off, galvanized after weaving 40 per cent 
off. Catch weight spool galvanized cattle 
wire, $4.85 per 100 lbs.; 80-rod spool gal- 
vanized hog wire, $4.20 per spool: No. 
galvanized plain wire, $4.40 per 100 lbs. 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Pa. 

HE most important event of the 

week in the iron and steel industry 
is the announcement of a 20 per cent 
wage reduction by the United States 
Steel Corporation. At this writing it is 
rot clear whether the reduction applies 
to other than common labor and there 
is much speculation as to the policy 
to be pursued by the Corporation rela- 
tive to skilled workmen and salaried 
employees. The assumption is that 
the latter classes will be affected as 
they were in the reductions made by 
the independent stel companies about 
two months ago. Running full, the 
Steel Corporation plants in this dis- 
trict give employment to between 100,- 
000 and 125,000 men. Assuming that 
the average number of dependents upon 
these men is four, almost half a million 
People will be affected by the cut and 
since this number is almost half of 
the total population of the district, its 
effect on buying power would be con- 
siderable. At the same time, however, 
it is well to bear in mind that the re- 
cent average number of men at werk 
in the Corporation plants has been only 
00,000 to 55,000 and the loss of buying 


power entailed in the wage reduction 
may be said to have been discounted 
to a very large extent. 

The fact that the Corporation al- 
lowed a period of-three weeks to elapse 
between its announcement of lower sell- 
ing prices and that about the wage re- 
vision naturally brings up the question 
as to whether the Corporation will not 
now make another cut in selling prices. 
It is argued, of course, that if the 
Corporation could pay recent wages 
and sell at concessions of from $7 or 
$8 per ton, it could still further reduce 
prices with the cut in labor. The earn- 
ings of the Steel Corporation for the 
first quarter of the year, however, 
notably in March, answer this argu- 
ment. The wage reduction is estimated 
to be equal to $4 per ton on steel, based 
upon full operations by the Corporation, 
but as its recent operations have been 
less than 40 per cent, the actual saving 
in labor charges probably is less than 
$2 per ton. This, contrasted with the 
April 13 cut of $7 to $8 per ton, shows 
plainly that labor has been called upon 
to yield but little and that there is no 
room for further price concessions if 
the stockholders are to be provided for. 
Aside from these considerations, it may 
be pointed out that the Corporation is 
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strong for the plan of keeping prices 
in effect for at least a period of three 
months, and unless some unusual cir- 
cumstance arises it is hardly likely that 
it will make any further changes in 
prices for the present quarter or until 
July 1. 

The possibility of price revision by 
any of the producing units in the near 
future is slight, for the reason that it 
is doubtful that reductions would stimu- 
late activity, and it is a well-estab- 
lished fact that the steel companies are 
losing heavily at to-day’s prices on the 
volume of business that is rolling in. 
Some of the independents claim that at 
the present rate of operations bars are 
costing up around 3c. per lb. to produce 
as against the stabilized selling price 
of 2.10c. There is quite as much of a 
spread between costs and selling prices 
in almost all other finished steel prod- 
ucts. Given substantially lower freight 
rates and a larger volume of business, 
practically all steel companies could 
prosper at present prices. The lower- 
ing of freight rates, however, is bound 
up so closely with a readjustment of 
railroad labor costs that it probably 
will be some time before a reduction in 
freight tariffs can be effected, and since 
nobody wants to load up with steel at 
current prices when the expectation and 
indications are so strong of further de- 
clines, it is highly improbable that the 
mills soon will be getting orders in 
such volume as to allow of economical 
and profitable operation. The present 
temper of consumers of steel is to cover 
merely their most pressing require- 
ments and to come into the market fre- 
quently for small tonnages rather than 
to enter into long time engagements. 

The brightest spot in the steel situa- 
tion from the standpoint of demand is 
that the automobile industry seems to 
be enjoying a fair measure of activity 
and is taking fairly heavy tonnages of 
sheets. The movement of this product, 
however, is not nearly so heavy against 
new purchases* as it is on releases 
against orders on which shipments had 
been held up. Automobile steel gen- 
erally has not benefited materially 
from the fact that the industry as a 
whole has moved up to above 50 per 
cent operations, and is fairly well sus- 
tained at the higher gait. The more 
common opinion in steel trade circles 
here as to the immediate future of the 
automotive industry is that present ac- 
tivities will not be maintained much 
beyond the end of the second quarter. 
The fact that three or four makers re- 
cently reduced prices creates the fear 
that the demand for automobiles again 
will be checked by the expectation on 
the part of prospective buyers of lower 
prices, and it is also pointed out that 
with American people generally getting 
away from extravagant living, there 
will be a good many who thought they 
could afford a pleasure vehicle who 
now will decide that it is something 
beyond their means. 

Although the steel business in gen- 
eral is anything but satisfactory, it is 
worthy of note that there is no real 
pessimism in the trade, presumably be- 
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cause it is fully realized and appre- 
ciated that the country is in an indus- 
trial readjustment and that until such 
matters as the German indemnity, the 
railroad wage and rate questions, and 
the building trade adjustment have 
been completely settled, a good busi- 
ness in steel is out of the question. 
Real optimism is observed in the hard- 
ware trade where a good healthy busi- 
ness is in progress, and where the 
quite common report is that business 
both as regards volume and dollars and 
cents is well in excess of this time last 
year. This seems somewhat remark- 
able in view of the fact that prices 
to-day average at least 20 per cent 
lower than they did a year ago, and 
that buyers instead of placing long 
time contracts for their requirements, 
now are buying what they need as it 
is needed. The explanation probably 
is to be found in the fact that a year 
ago when prices were so much higher 
than they are now, practically every- 
thing was hard to obtain and shipments 
were severely restricted by the rail- 
road transportation conditions, result- 
ing from the switchmen’s strike, and 
that there was a deplorable shortage 
of railroad motive power and rolling 
stock. 

The tire market here is in chaotic 
condition at present, and nobody seems 
to know which way to turn. There are 
strong hopes among jobbers that the 
various tére manufacturers will aban- 
don the policy of guaranteeing prices 
against a decline, for this method of 
selling invariably has meant losses to 
the jobbers, few of whom could dispose 
of all the tires they bought before the 
expiration of the price guarantees. 

A fair business is doing in acces- 
sories in general, but few claim it is 
what it should be at this season, and 
especially in view of the fact that a 
good many people are driving old cars 
instead of buying new ones. Jobbers 
quote the leading articles as follows: 

teliable No l, $2.33: No. 2, 


jacks, ; 
3.33, in lots of 12; A. C. Titan spark 


plugs, 65c. in lots up to 10, and 58c. in lots 
of from 10 to 100; Derf spark plugs, 9fe. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
ind 48c. each for over 100; Champion regu- 
lar, 58c. each for than 100, all sizes, 
and 56c. each for over 100. 

Axes.—New prices are expected to 
be announced on May 15, and while 
substantial reductions from _ present 
levels are expected, no definite idea as 
tc the extent of the decline is yet avail- 
able. Business is seasonably light. 
Jobbers prices, f.o.b. Pittsburgh are as 
follows: 

Standard quality black 
3 Ibs. to 4 Ibs., $17.50 second quality 
black unhandled axes. same weight, $16.59 
base: handled, $3 to $6 per doz.; extra ac- 
cording to grade. 


Bolts, Nuts and Rivets.—The situation 
presen‘s no material change. Manufac- 
turers still report business as extremely 
quiet with buyers inclined to confine 
purchases very close to actual needs. 
So many of the manufacturers gave 
protection to buyers on the April 6 
price list that the one issued under date 
of April 14, which advanced prices 
about 5 per cent, thus far has not 


less 


unhandled axes, 


HARDWARE AGE 


found much basis in sales. The rivet 
market remains weak as there are more 
sellers than buyers. Jobbers’ quota- 
tions follow: 


Large machine bolts, 50, 10 and 5 to 60 


per cent off list; small machine bolts, cut 
thread, 60 to 60 and 10 per cent off list; 
rolled thread, 65 to 65 and 10 per cent off 
list: carriage bolts, small, cut thread, 50 and 
10 te 60 per cent off list; rolled thread, 60 
to 60 and 10 per cent off list; large, cuc 
thread, 59 and 5 to 50, 10 and 5 per cent 
off list. 


Boxwood Rules. — Announcement in 
Hardware Age of April 28, that the 
Stanley Rule & Level Co., New Britain, 
Conn., had made a reduction of 10 per 
cent in the price of boxwood rules was 
an error. No change has been made 
by the company in boxwood rules, but 
it has made an advance of 10 per cent 
in calibre rules. 

Builders’ Hardware.—Demand shows 
little or no snap due to the fact that 
building contractors in practically all 
parts of the country, especially here, 
are having difficulty in getting the 
building trades to accept any reduc- 
tion in wages. Investors show a 
marked inclination to defer placing 
contracts for new construction because 
of a fear that the work, after it is 
started, may be help up by strikes. 
Prices show no special change except 
that front door and inside sets are 
down slightly from their recent levels. 

Field Fence.—A good demand con- 
tinues to be reported but it is in the 
aggregate rather than in the individual 
sale that business occasions satisfac- 
tion. Jobbers quote 50 and 7% per 
cent off list for shipments out of stock. 

Galvanized Ware.—An advance of 10 
per cent has just been announced, basis 
for which probably is to be found in 
the recent rather sharp upturn in the 
price of spelter (zinc). 
galvanized tubs with 
wringer attachment, No. 1, $8.25 per doz.; 
No. 2, $9.60 per doz.; No. 3, $11 per doz. 


12-qt. pails. $3 per doz.; Red Band pails, 
$8.64 per doz. : 


Incubators, Brooders and Poultry 
Supplies.—The local field for these 
articles steadily is expanding and to- 
day is broader than it ever was before. 
Manufacturers would do well to culti- 
vate this territory a little more ex- 
tensively than they have in the past, 
according to Pittsburgh jobbers. 

Ice Cream’ Freezers.—The report 
still is that the demand is sub-normal 
and the more common tendency is to 
ascribe this condition to the fact that 
prices are so much higher than they 
were last year. Although prices for 
the season are fixed and the usual 
course of manufacturers is to stand by 
their quotations throughout the entire 
season, there is a belief in some quar- 
ters that the desire for larger orders 
may prompt some revisions. 
the 


Jobbers quote 


Jobbers quote standard makes about 
as follows: 

Blizzard. 38-at., $3.90: 
8-at., $8. Lightning 

»: G-qt.. $6.59: &-qt.. $8 50 
f-at.. $480; 6-at.. $650: 
Mountain, 3-at.. $4.75: 
$7 Be . $9.50, 
1-ct., 


{-qt., $4.80; 
3-qt., $4.25; 
Arctie, 


6-at., 


Vacuum, 
$6.67, and Acme 


and Steel Bars.—Mills 
district are getting more orders for 
steel bars than they were a short time 


Iron in this 
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ago, but business is far from satisfac- 
tory for the reason that jobbers and 
consumers are buying only small lots 
and in all cases asking immediate ship- 
ment. Full employment of the mills 
for any considerable length of time 1s 
impossible on a business of this char- 
acter and the common complaint of 
manufacturers is that at 2.10c. base, 
Pittsburgh, for soft steel bars, they 
are losing money. Costs are said to 
be up around 3c. on the present scale 
of mill operations. The warehouse 
price on soft steel bars is 2.75c. Very 
little demand is noted for iron bars 
and on account of the fact that labor 
costs recently declined about $2 per 
ton makers are in position to shade 
prices, at least to that extent. Com- 
mon iron bars are selling from ware- 
house at 3c. for the base sizes with 
the usual extras for other sizes. 

Padlocks.—All makers have cut 
prices of the common grades 10 per 
cent but have made no change in their 
quotations on the better goods. 

Paints and Supplies—Demand still 
is on a big scale and it is fairly com- 
mon report that business has not been 
so good in several years as it is this 
spring. 

Standard grades of ready mixed paints 
are $4.25 per gal., a reduction of 25c.; lin- 
seed oil is 73c. per gal., in barrels, a reduc- 
tion of 2c. per gal.; turpentine is 78c. per 
gal. and white lead is $13 per 100 Ib. 

Stucco 4-in. brushes are sold at about $4 
each at retail. Putty is sold at $1.25 for 
12% Ib. and $2.25 for 25 Ib. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are sold at $2.50 
per’ gal., medium grades at $2.75 and high 
grades at $3.50 per gal. 

Sheets.—Jobbers here report a fairly 
geod demand, also that they are ex- 
periencing no difficulty in supplying all 
requirements. All jobbers are observ- 
ing the stabilized prices of 3.10c. base, 
Pittsburgh, for No. 1 blue annealed, 
4c. base for No. 28 black, and 5c. base 
for No. 28 galvanized. In lots of one 
to ten bundles out of Pittsburgh ware- 
houses, the price is $25 per ton above 
the manufacturers’ prices or 4.35c., 
5.25¢e. and 6.25¢c. respectively. Larger 
quantities sell at somewhat lower 
prices. 

Shot and Lead.—Advance in the base 
material finds reflection in a slightly 
stronger tendency to prices of these 
products. 

Tin Plate.—Jobbers are quoting 
standard coke, tin plate out of ware- 
house at $7.25 per base box and ternes 
at $25.50 to $25.75 for 40-lb. I. C. and 
$14.25 to $14.50 for plain 8-lb. ternes. 
Fair demand is reported. 

Wire Products.—There is a _ good 
every day demand for nails and wire 
but retailers generally are confining 
purchases to actual requirements and 
jebbers have few if any orders carry- 
ing long time deliveries. Prices are 
unchanged. One interest here who was 
able to place a contract for nails at a 
low price, is offering them at $3.35, 
but the more common quotation is 
$3.60. 

Jobbers quote wire nails from stock at 
$3.60, plain wire at $3.35, galvanized wire 
at $4.05, galvanized barb wire, 4-point cat- 
tle, in reels of 80 rods, $3.85, and cement 
coated nails at $3.25 to $3.50, all per 100-Ib. 
f.o.b. Pittsburgh, 
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TWIN CITIES 


Office of HARDWARE AGE, 
3725 Colfax Avenue So., 
Minneapolis, Minn. 
_- past week has shown continued 
improvement in general business 
conditions, especially so in hardware 
and auto accessory lines. 

Unemployment is not as serious a 
factor as it has been. 

While improvement is considerably 
slower than was anticipated earlier in 
the year, yet it is definite and gradual, 
and will therefore likely continue. 

There has been a very good demand 
for garden tools, seeds and poultry net- 
ting. 

There has been a good demand for 
paints, although individual sales have 
been for small amounts and to individ- 
vals doing small jobs about the house. 
Painting on a larger scale will un- 
doubtedly start as soon as a definite 
acceptance of the new wage scale is 
decided upon. This reduced scale, ap- 
plying to all building trades, was sub- 
mitted some time ago to take effect 
May 1, and whileacceptance is ex- 
pected there is some talk of strikes. 
Strikes at this time would be particu- 
larly unfortunate as building activities 
are just getting nicely started. 

One of the largest jobbers in this 
territory reports that there has been 
more activity in business during the 
last two weeks and that they look for 
a continued increase in business right 
along. Reports by other jobbers and a 
survey of general conditions would 
seem to substantiate this optimistic 
viewpoint. , 

Very few price changes have been 
made on such items as are covered by 
this report. 


Builders’ Hardware.—A . continued 
improved condition is noted in builders’ 
hardware, and a large number of per- 
mits are being taken out for small 
homes. Some larger work is expected 
later in the season. 

Axes.—Sales are only fair. 
stocks are in good condition. 
mains as lost quoted. 

We quote from local jobbers’ stocks: 
Single bit, $17.25 per doz., base weights; 
double bit, $22 per doz., base weights. 

Brads.—Sales of this item continue 
to improve along with building condi- 
tions. Stocks are in fair condition. 
Price remains firm as last quoted. 


_We quote from local jobbers’ 
‘) per cent from standard lists. 


Bolts.—Demand for bolts is showing 
somewhat of an improvement but the 
total volume of business is not large. 
Stocks are in good condition. There 
has been a further decline in price. 
_We quote from local jobbers’ stocks: 
Small carriage bolts, 50 per cent; large 
carriage bolts, 45 per cent; small machine 
bolts, 50-10-5 per cent; large machine bolts, 
%-5 per cent: stove bolts, 60-5 per cent; 
lag screws, 50-10-5 per cent. 

Churns.—The total volume of busi- 
Ness on this item is small and sales 
have not been up to expectations. Price 
temains as last quoted. 

We quote from local jobbers’ stocks: 
care! churns at 45 per cent from standard 

8. 


Jobbers 
Price re- 


stocks: 


Eaves Trough, Conductor Pipe and 
Elbows.—Sales show continued im- 
provement. Stocks appear to be suffi- 
cient to take care of ordinary demands. 
Price remains as last. 

We 
Eaves 
single 


quote from local jobbers’ stocks: 
trough, 28-gage, 5-in. lap joint, 
bead, $6 per 100 ft.; conductor pipe, 
corrugated, 3-in., $6 per 100 ft. 
3-in., corrugated, $1.72 per doz 

Files.—Demand for files is still lim- 
ited largely to the individual mechanic, 
large users not being in the market. 
Price remains firm as last quoted. 

We quote from local jobbers’ 
Nicholson files, 50-10 per cent from 
Arcade, 60-10 per cent from list. 

Galvanized Ware.—There is a slight 
improvement in sales of galvanized 
ware, although demand is not up to 
the usual volume at the season of the 
year. Price remains firm as_ last 
quoted. 

We quote from local 
Standard No. 1, galvanized tubs, $8 per 
doz.; standard No, 2, $9 per doz.; stand- 
ard No. 3, $10.50 per doz.; heavy galvan- 
ized No. 1, $20 per doz.; heavy No. 2, $21.50 
per doz.; heavy No, 3, $23 per doz.; stand- 
ard 10-qt. galvanized pails, $2.80 per doz.; 
standard 12-qt., $3.08 per doz.; standard 
14-qt., $3.45 per doz.; standard 16-qt. stocks, 
$5.25 per doz.; standard 18-qt. stocks, $6.10 
per doz. 


Glass and Putty.—There is a fair re- 
tail demand for glass and putty, but 
individual orders are small. There has 
been a further decline reported in glass. 

We quote 
Single 80 per 
from standard 
for commercial in 

Hose.—A very good demand for gar- 
den hose is developing. Jobbers stocks 
are in good condition and prices remain 
firm as last quoted. 

We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5-ply 
rubber, %-in., 14c. per ft.; %-in. cotton, 
13%c. per ft. 

Ice Cream Freezers.—The season is 
not sufficiently advanced to create any 
retail demand for freezers, and because 
of general business conditions it is 
doubtful if any large volume will de- 
velop. Price remains firm. 

We 
White 
Mountain, 


faye, 


Ilbows, 


stocks: 


list; 


jobbers’ stocks: 


stocks: 
per cent 
per cwt. 


from local jobbers’ 

cent; double 8&2 
lists. Putty $5.15 
bladders. 


4-qt. 
White 


stocks: 


$-qt. 


quote from jobber's 
Mountain, $5.78 each; 
$9.45 each. 

Lawn Mowers.—Demand for lawn 
mowers is just beginning and a fair 
amount of sales is being made con- 
sidering that the season is just open- 
ing up. Prices remain as last. 


We quote from local jobbers’ stocks: 
. * 


Philadelphia lawn mowers, styles C, E 
and L, at 25 per cent off Riverside, 
ball-bearing, at $9.50 each. 

Nails.—A very much heavier demand 
for nails is noted and stocks on hand 
appear to be sufficient to meet ordinary 
conditions. Price shows no change. 

We quote from local jobbers’ stocks: 
Bright wire nails, $4.25 base; cement coated 
nails, $3.90 per keg base. 

Paper.—Demand for building and 
roofing paper is showing steady im- 
provement and will no doubt be better 
as buildings under construction near 
completion. Price shows no change. 

quote from local jobbers’ stocks: 
F.o.b. Barrett’s No. 2 tarred felt, $3.30 cwt.; 
Barrett’s threaded felt, 500-ft. rolls. 
per roll; Slater’s felt, $1.39 per roll 
red rosin, 60c. per roll; No, 25 red rosin, 
72c. per roll; No. 30 red rosin, 85c. per 
roll. 
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Poultry Netting.—Sales have been 
very good and still continue so. Stocks 
appear to be sufficient to take care of 
demand. No change in price is antici- 
pated this season. 

We quote. 


Hexagon 
from 


from local 
poultry netting 
Standard lists. 


stocks: 
per cent 


jobbers’ 
40-10 


Rope.—There is a gradual improve- 
ment in the demand for rope, but total 
sales are not large. Price remains firm. 


We quote from local jobbers’ 
Pure manila rope 21%e. per Ib 
pure sisal rope at 16%ec. per Ib. 

Sandpaper.—This 
continued improvement and a fair 
amount of business is being done. 
Stocks are sufficient to meet demands. 
Price remains firm. 

We quote from local jobbers’ stocks: 
Best grade No, 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Garnet 
paper at $15 per ream. 

Sash Cord.—Construction work is 
scarcely far enough along to develop 
actual deliveries of sash cord, but a 
substantial amount has been sold on 
contracts for builders’ hardware to be 
delivered as needed. Prices remain 
firm. 


quote from local jobbers’ stocks: 
Silver Lake No. 8 at 65c. per Ib.; ordinary 
braided cotton, No. 8 at 38e. per Ib. 


Sash Weights.——A fair volume of 
orders has been received for future de- 
livery. Prices remain as last quoted. 

We quote 
$3 per cwt. 

Screen Doors and Windows.—Retail 
sales are just beginning to develop, but 
a large amount of business is not ex- 
pected because of the high price of 
these items. No change has been made. 

We quote 
Common 


tocks: 
base; 


item is showing 


from local jobbers’ stocks: 


from local jobbers’ stocks: 
creen doors, $29.40; faney screen 
$34.80 per doz. Window 
Sherwood adjustable, 24-in., $9 

Wabash extension, 24-in., $ 


Screws.—There is a continued im- 
provement in the demand for screws 
and a fair amount of business is being 
received. Price shows no _ further 
change. 


doors, screens: 
per doz.; 
$7.70 per doz. 


We quote from 
Flat-Head bright 
round-head blued 
flat-head japanned 


local jobbers’ stocks: 
screws, 75-10 per cent, 
screws, 70-10 per cent; 

screws, 65 per cent; 
flat-head brass screws, 65 per cent; round- 
head brass screws, 62% per cent: iron 
machine screws, 60 per cent; brass machine 
screws, 50 per cent. 


Solder—The solder market remains 
inactive, as it has for some time past. 
Price shows no change. 7 


We quote from local jobbers’ 
23c. 


Half and half solder, 2 per Ib. 

Steel Sheets.—While the demand for 
sheets shows a slight improvement, the 
total sales are of small volume. There 
has been a very slight readjustment of 
prices. 


stocks: 


stocks: 
ewt.; 28 
cwt. 


We quote from local jobbers’ 
per 


28 gauge black sheets, $5.60 
gauge galvanized sheets $6.60 per 


Tin.—Demand for tin remains light. 
There has been a reduction of two 
dollars per box on tin plate, 


We quote from local jobbers’ tocks 


Tin Plate, Furnace Coke ICL 20 x 28 at 
$17.00 per box: Roofing tin, IC! 20 x 28, 
8 lb. coating $16.50 per box. 

Wheelbarrows.—There is a continued 
improvement in sales of barrows, about 
as much as can be expected under the 
prevailing prices and conditions. Price 
shows no further change. 

We quote as follows: Fully Bolted, $38.00 
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per dozen; Tubular, Steel No. 1, $6.60 each; 
Garden, Wood barrows, $5.40 each. 


Wire Cloth.—Demand for wire cloth 
has been very good and the season is 
now at its height. Sales should con- 
tinue good throughout the month. Price 
remains as last. 


We quote from local jobbers’ stocks: 


Black, 12 x 12 mesh, $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh, $3 per 100 sq. ft. 

Wire.—tThere is a continued improve- 
ment in the demand both for fence wire 
and plain wire. There has been a fur- 
ther slight reduction in the price of 
annealed wire. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.62; galvanized cattle $4.18; painted hog 
wire $3.88; galvanized hog wire $4.46. No. 
9, black annealed wire $4.10 per cwt.; No. 9, 
galvanized annealed $4.80 per cwt. 


Abner’s Lanterns 


(Continued from page 77) 
likewise did the same thing in her 
way. 

It was the most clever exhibit that 
the Westclox fair had ever seen. It 
was humorous. It contrasted the 
old and the new. But it made folks. 
think. Abner had discovered that 
you have got to make folks think 
before they buy anything very 
heavy. 

It was during the fair: that Cy 
Gardner came and saw the thing 
with his own eyes. At first he was 
mad. But Bess was a chip off the 
old block and just laughed when her 
father insisted that she stop the 
tom-foolery. 

Then one day Cyrus saw the light. 

He ordered an outfit and complete 
accessories from Abner Brown to 
equip his farm home and buildings. 

Almost at the same time Brown 
& Co., Inc., lost their pretty demon- 
strator. Home looked pretty good 
to her with those bright white lights 
and all the wife saving devices that 
were her’s to do with. 

And all the time Abner Brown 
was raising the interest in electric 
lighting and power plants to a boil- 
ing point. He put an electric heat- 
ed incubator in his window and when 
the chicks came an electric brooder. 


The Pen of Hens 


Likewise he put a pen of hens in 
the front window and kept lights 
over them. Folks watched those 
hens scratch and labor after all other 
fowls were sleeping. They studied 
their egg record and compared it 
with others. 

One week Abner had a model 
kitchen in his window and all kinds 
of kitchen electric helps. There was 
a motor driven meat grinder and 
food chopper, an electric toaster, a 
breadmixer, cherry seeder, peach 
pitter, and even an electric egg 
beater. 
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He didn’t expect folks to buy most 
of these accessories, but he knew that 
you have got to show a customer a 
mile to sell him a rod. They were 
interested in many things too radi- 
cal and new for their immediate use, 
but this got them to taking the lights 
and the simple labor savers for 
granted. 

Slowly people began to buy the 
light and power plants. Abner 
Brown allowed everyone credit for 
the amount that their credit slips 
showed, really a very small amount 
comparatively. No credit was ac- 
cepted except for the original light- 
ing plant. After that was once in 
it was only a matter of time until 
one by one the electric accessories 
were added. 

But that was not all. People heard 
so much about the Brown & Co., Inc., 
that when they wanted to buy any- 
thing from shears to mower cutter- 
bar, they quite naturally thought 
about Brown’s Hardware and went 
there. 

More than this. As lights and 
labor savers were added to homes in 
Westclox people came to thank Ab 
Brown for his interest in making 
their homes a better place to live in. 
Fathers thanked Ab for keeping the 
boys and girls on the old place and 
in making it so pleasant and attrac- 
tive that the value of the property 
just. naturally jumped upward. 

And so the business of Brown & 
Co., Inc., grew and prospered because 
it had yanked folks out of a rut. It 
had made them want something and 
then supplied it to them. Because 
of this it had spread a solid cement 
of good will all about the country. 
And Abner insisted on the best 
workmanship when his plants were 
installed and he promptly looked af- 
ter the trouble calls’ so that people 
saw he was really interested in their 
homes. 

One day “Joykill” Jones came in 
to see Abner. “Reg’lar con-tinuous 
streak o’ lightnin’,” he observed. 
So darn bright o’ nights I can’t see 
m’ way past folkses hums.” 

Abner laughed and agreed. 

“Seein’ yuh got the town crazy- 
filled with ’lectricity yuh don’t need 
m’ old candle lantern,” mournfully 
commented “Joykill,” “guess I better 
take it hum.” 

“Let’s see,” mused Abner, running 
through some letters he was just 
about to post, “I think I got some- 
thing for you.” 

He tore open a letter addressed to 
Jones and handed him a credit slip 
for several hundred dollars. 

“Don’t foller you a-tall,” protest- 
ed “Joykill.” 
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“Well,” laughed Ab, “you see peo- 
ple from far and near heard about 
my giving new lights for old. They 
heard also about my collection of 
antique lamps. So one day a curio 
buyer came and he found some real 
worth-money relics in the lot.” 

“Huh!” snorted “Joykill” Jones, 
peering at the credit slip. 

“And,” continued Abner, “that 
old lantern of yourn he said come 
over with the Pilgrims or somebody. 
Anyhow it was worth five hundred 
dollars. So I sold it. I had only 
"lowed you five dollars for it—not 
knowin’ its great value—and there 
is credit for the rest. When do you 
want your ’lectric plant?” 

“Guess I better say next week,” 
said “Joykill,” “Goin’ to be a fam- 
bly re-onion an’ I better be lit up fer 
it then.” 


Washington Letter 


(Continued from page 92) 
that buyers in general apparently lack 
confidence in the present situation. 
These conditions are reflected in the 
statistics showing the scale of opera- 
tions in the industry. 

At the close of March only 103 blast 
furnaces in the country were active, 
a decline of 52 during the month, as 
compared with 317 active at the close 
of September, the peak for last year. 
Pig iron production during March was 
1,595,522 tons, as compared _ with 
1,937,257 tons during February. Pro- 
duction of steel ingots declined from 
1,749,477 tons during February to 
1,570,978 tons during March. 


Unfilled Orders Show Decline 


A further decrease in the unfilled 
orders of the United States Steel Cor- 
poration is reported from 6,933,867 
tons at the close of February, corre- 
sponding to an index number of 132, 
to 6,284,765 tons at the close of March, 
corresponding to an index number of 
119. Reports in the Philadelphia dis- 
trict indicate that production is less 
than 30 per cent of capacity, and even 
with this output stocks are accumulat- 
ing in the hands of producers. 

Some resumption of activity in pig 
iron production is reported in District 
No. 6 (Atlanta) since the beginning 
of April. Owing to large stocks of 
ore on dock and in furnace yards, there 
is a slow opening of the shipping sea- 
son on the Great Lakes. 

Reviewing the situation as a whole, 
the Board is inclined to the belief that 
as the summer draws on general con- 
ditions will improve more rapidly. As 
prices work back toward normal, more 
buyers will enter the market, and there 
is reason to believe that before autumn 
rolls around industrial activity will 
once again reach the pre-war basis. 
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Let Your Customers Know You Sell 
McKinney Hardware 


OLORED display cards, booklets, 

catalogs and proofs of the national 
advertisements all help to identify your 
store as McKinney Headquarters. 


These display cards in two colors 
should have a prominent place in your 
windows and on your counters. The book- 
lets should be included in your monthly 
statements. They are sales builders. 
Proofs of the national advertisements, 
suitable for window display, afford ex- 
cellent tie-ups between your store and the 
McKinney nation-wide publicity. 


You should also be interested in the 
general hardware advertisements for use 
in your local newspapers. Electros of 
these will be furnished on request. 


The hardware dealers who are using 
these sales helps find results marked by 
increased sales. The effectiveness of the 
advertising campaign in benefiting your 
business is strengthened by their constant 
use. Make them work for you. A supply 
of the cards, booklets, proofs and the gen- 
eral hardware advertisements will be 


gladly forwarded to McKinney Dealers, 


Also menufacturers of garage 
and farm building door-hard- 
ware, furniture hardware and 
McKinney One-Man Trucks. 


These McKinney One-Man 


hi omy Fan goaee the ae _of e 
he Pa Hinges and Butts 


McKiyney Manuracturinc Co., Pittsburgh. Western Office, Wrigley Bldg., Chicago. Export Representation. 





Products Being 


Quick Action Bottle Capper 
for General Use 


For those who do a considerable 
amount of bottling and wish a fast 
capping machine that will do the work 
efficiently the David Evans & Co., 1062 
McCormick Building, Chicago, offer the 
Duplex Bottle Capper, which works on 
the principle of high-priced outfits used 
in bottling plants. 

It is said to do the job with greater 
ease and more speed and even more 
securely than the average. It is simple 
to use, in fact a child could do it. It is 
made of all nickel-plated wrought steel 
with a hardwood base. When not in use 
the removal of one bolt allows the frame 
to be folded onto the base for storage 
in small space. The adjustments for 
bottles of different size is quickly and 
easily made, and there is said to be no 
danger of breaking bottles. 

The Duplex Bottle Capper, as _ its 
name would indicate, puts the cap on in 
two distinct motions from the one down- 
ward movement of the handle. First the 
cap is pressed firmly onto the bottle 

















Duplex Bottle Capper 


top by the plunger, then the throat 
moves down and forces the crown seal 
locks under the bead. When the pres- 
sure on the handle is relieved the han- 


dle automatically lifts. The bottle then 
stands free and clear for removal. 

The manufacturers claim that it is 
possible to cap one dozen bottles a 
minute with the Duplex. 


Gate Spring Hinges That Will 
Not Sag 

The Chicago Sagless Gate Spring 

Hinge is of the pivot type, so that if 

the gate is wide or heavy it cannot sag. 














Chicago Sagless Gate Spring Hinge 


The spring does not carry the weight 
of the gate and a very light tension 1s 
applied, which is usually desirable on 
such } laces as office gates. | 

The weight of the gate is carried on 
ball bearings, thereby eliminating fric- 
tion and wear. The pintle is rigidly 
attached to the bottom bracket so the 
gate cannot get out of alignment when 
in use. This hinge may be applied to 
hold the gate open either for right or 
left-hand doors. 

The spring is of the torsion type of 
standard design and proportion and is 
suitable for gates % in. to 2% in. thick, 
with a hand rail as wide as 2% in. The 
attaching plates are 2% in. high by 1% 
in. wide. The distance between the 
pintle center and the surface of the 
post is 1% in. 

The application is extremely simple; 
as it is applied to the surface of the 
post and gate, the top socket may 
be applied to the surface of the 
gate, thereby avoiding all mortising, 
which is particularly desirable on metal 
gates. 

Although not usually required, the 
brackets may be mortised into the post, 


P.aced on the Market by Hardware Manufacturers 


reducing the space between the edge of 
the gate and post. 


Cream Separator for the Small 
Farmer 


The Sharples Separator Co., West 
Chester, Pa., has placed on the market 
the Type C Sharples suction-feed sep- 
arator developed for the average 
farmer, that is, the farmer who only 
milks a few cows. With a capacity of two 
hundred pounds, this machine will meet 
the requirements of hundreds of thou- 
sands of farmers who have not felt 
that they could use a larger machine. 

The Type C machine has every ex- 
clusive feature of the regular Sharp- 
les suction-feed machine, such as the 
suction-feed principle, which enables it 
to skim clean and deliver a cream of 
even density at any speed at which the 
machine may be turned; the Sharples 
tubular bowl, with no discs, and the 
automatic oiling system of the Sharp- 
les machine. 

The Type C Sharples separator does 























Type C Sharples Separator 


not take the place of any other capac- 
ity machine in the Sharples line, but 
rather is an addition to the line of sep- 
arators manufactured by this company. 


Reading matter continued on page 110 
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Complete Satisfaction in Garage Door Hardware 


ichards-Wilco 


The hardware dealer or the building con- 
tractor who is out after garage door hanger 
business now is opening up the way to good 
sales in the field where there is a satisfac- 
tory profit. 

Improperly hung doors have come through 
the winter in bad shape. The spring rains 
have added to the inconvenience of operat- 
ing doors that were never hung right at 
the start. 

Richards-Wilcox garage door hangers 
eliminate all the usual causes of dissatis- 
faction with garage doors. 

They are made in types to meet every 
requirement of width of opening, or amount 


of room available, in which the doors can 
slide. 

Build up your line of Richards-Wilcox 
hangers and be ready to meet the demands 
for garage door hardware with a satisfac- 
tion which will build up business in other 
Richards-Wilcox lines you handle. 

To be known as the Richards-Wilcox 
dealer in any town is to be known as the 
dealer who has something better to offer 
in door hardware. 

Send for spe cial Catalogue U A-22 

There are suggestions in it which are of 
real importance to you. 
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Hydraulic Shock Absorbers 


Lovejoy Shock Absorbers are made 
by the Packard Engineering Co., 1824 
Euclid Avenue, Cleveland, Ohio, and 
do not interfere with normal spring 
action. When driving over a road that 
is slightly uneven the car’s’. stock 
springs give the body easy riding, but 
on the real rough roads the springs 
are not sufficient to neutralize the 














Lovejoy Hydraulic Shock Absorbers 


bumps and the passengers get the 
rough riding. 

Lovejoy absorbers resist heavy vibra- 
tion and help smooth out even the hard, 
rough country roads, regardless of the 
speed the car is making. Aside from 
the real riding comfort that the pas- 
sengers get these absorbers help prevent 
premature wear on the tires and also 
prevent spring and axle breakage, as 
there is never a decided thump or 
jounce. 

The lubrication method on the Love- 
joy absorber is simple and very inter- 
esting. It is filled with oil and lubri- 
cates itself in action. 


Drag Link for Ford Cars 


It is the claim of the Cincinnati Ball 
Crank Co., Cincinnati, Ohio, that the 
Balerank drag link for Fords makes 
driving safer. The rod that connects 
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Balerank Drag Link for Fords 














the steering post with the steering arm 
of the right front wheel holds the key 
to the situation, for if anything hap- 


AHUAUUANULAUUUUUOLESLUGNOO0E00000040000 00000000 ETS SEL ULES UO 





There are four additional 
pages of motor accessories 
in this issue 
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pens to this rod the front wheels be- 
come uncontrollable. The drag link 
put out by this company tends to pre- 
vent accidents of this sort by minimiz- 
ing the jars and jolts of the road, rat- 
tling is prevented and easier steering 
is provided. 

The Balcrank drag link is designed to 
replace the rod referred to in the first 
paragraph, giving the driver the ad- 
vantages of easy and sure steering 
found on heavier cars. 


Sealed Wrench Set 


Wiebusch & Hilger, Ltd., 106 La- 
fayette Street, New York, offer the 
hardware trade a new wrench set 
known as the Allen-Eureka Wrench 
Set No. 39. 

It consists of a ratchet handle and 
five hexagon pressed steel sockets in 














Allen-Eureka Wrench Set No. 39 


the following sizes, 25/32, 23/32, 21/32, 
19/32 and 16/32. The set is placed in 
a waterproof canvas folder that enables 
the motorist to roll up the kit suitable 
for placing it under the front seat or 
in the tool box on the running board. 


Rim Removed with Ease 


Two hands are the only tools needed 
for changing tires when the Record 
Rim Adjuster is used. It is the product 
of the Record Accessories Corp., 25 West 
Forty-third Street, New York, and is a 
rim contracting and expanding device 


that may be applied to any demount- 
able rim. To change the tire the user 
simply pulls the lever. This reduces 
the circumference of the rim and the 
tire drops off. When the tire is to be 
put on the lever is unlocked and 
pushed in the reverse direction. 

With this device the rim is put in 
the tire instead of the tire being put 
around the rim. To operate this de- 





Record Rim Adjuster in Use 


vice which usually takes but a few 
minutes does not require either skill or 
strength, as the leverage is such that 
a woman could easilydo the work with- 
out tiring. 


Buick Repair Tool 

The J. & B. rocker arm lifter is 4 
special repair tool for use on Buick 
notor cars and is made by the J. & B. 
Mfg. Co., 65 Eagle St., Pittsburgh, Pa. 
It is used in connection with a valve 
cage remover and is for the purpose of 
lifting the rocker arm clear from the 
ball end of the push rod allowing the 
push rod to be sprung out of place so 
that the rocker arm can be revolved 
about its axis away from the valve 
stem. It thus gives free access to the 
valve cage spring and stem. 

The tool is made of the best drop 














J. & B. Rocker Arm Lifter 


forged steel, is rust proofed and will 
prove a great time saver to the repair 
man who is working on Buick cars. 


Reading matter continued on page 112 
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